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Lise InAwtance Edition 


TYPICAL QUESTIONS 
ANSWERED 


by "Who Writes What?" 


Who writes temporary annuities? 
What companies take older ages? 


Where shall I place that sub-standard or 
aviation case? 


Who writes “pension trusts”? 
What companies take overweights? 


Where can I get coverage for that 
wealthy woman? 


Who will write the combination single 
premium and annuity contract? 


What companies write group annuities? 
—term to 65?—5 pay life? 


Where can I get a deferred survivorship 
annuity ?—a 5 year endowment? 


Who uses graded death benefits on sub- 
standard? 


What companies write mortgage _Protec- 
tion with reducing coverage? 


Where can I place that salary savings or 
hospitalization case? 


Who writes long term contracts? 
—$10 a month disability? 


What companies allow the beneficiary to 
elect more than one settlement option? 


Who takes 10 years advance premiums? 
—retains substantial amounts? 


AND MANY, MANY OTHERS! 


Order yours today! 


Coming Soon! 


The New 1944 Edition 


“Who Writes What?” 


Ready in January 


Haven’t you often been bothered by questions 
such as—‘“‘where can I place that substandard case? 
—what companies write term to 65?—who takes 
10 years advance premiums ?—what can I do about 
that hospitalization or aviation case?” 


Questions just such as these—and there are 
hundreds of them—are a time-consuming nuisance 
unless you have “Who Writes What?’—that 
unique reference that provides the answers quickly 
and easily. It is helping thousands and should be 
available in every life office. © 


Don't Waste Time “Hunting Around” 


Just look into “Who Writes What?” Consult 
its comprehensive topical index and turn to the 
section indicated. ‘There you will find in one place 
all the companies that write the contract you are 
looking for—and the rules in accordance with 
which the risks will be accepted. 


Gives You The Answers—Instantly! 


“Who Writes What?” is prepared on an en- 
tirely different basis from any other reference book. 
Arranged by questions (not by companies) it tells 
you what you want to know about the many bother- 
some points. Its direct answers will save your time 
and nerves—and make money for you? 


vour new Who Writes What?” oan”s3s0 


(You May Order “on approval”) 
Published by 


The National Underwriter Company 


) Statistical Division, 420 East Fourth Street, Cincinnati 
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What dors 
the Baby. Boom 


mean to you? 


Yes, there is a baby boom 
—the birthrate 1s 14% ahead 
of last year. And while babies 
are not prospects for large 
amounts of insurance, their 
fathers obviously have a new 
need for greater amounts of 
protection. 


The Prudential’s 


policy provides: ; 


Family Income 


1. Income during the period of 
the child’s growth. 


2. Money for the widow at the 
end of that period. 


3. The Prudential’s famous modi- 
fied premium arrangement. 


ie PRUDENTIAL 
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For the Days Ahead 


Never before have people so seriously 
thought about their future. The problems 
that must follow the War—safety of invest- 





ment—cost of living—hazard of unemploy- 
ment—limitations of business opportunity 
—concerning these questions millions of 
LIFE INSUR- 
ANCE is one great answer. FIDELITY 
MUTUAL provides that answer in concrete 


Americans seek answers. 


form—complete modern coverage backed 
by solid financial security. It equips its 
agent with adequate selling tools and 
trains them with sympathetic supervision 
and co-operative leadership. Fidelity is a 
friendly company. 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
E. A. Roberts, President 
























THE SUACKLES ARE BREAKING 


HE GREATER DESTINY 
of tomorrow is in 
our hands 

& 

NoW- more than ever- 
must we strive un- 
ceasingly to finish 
the job 

® 

Now- more than ever- 
must we SAVE and 
LEND for or 





- es is , 

$420 Millions has been invested by the noe Life of 4 
Canada — on behalf of its one million policy- Z 
holders —in Government Bonds of the United / 
States, Canada end the British Empire, including ~ 
$284 Millions since the beginning of the war. 
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SUN LIFE OF CANADA Me 
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Life Presidents 
Program for 
Annual Meeting 


Harrington, Nollen, D’Olier, 
Linton and A. W. Page 
Are Speakers 


NEW YORK—Although modified to 
meet wartime conditions, the program 
announced for the public sessions of the 
annual meeting of the Association of 
Life Insurance Presidents at the Wal- 
dorf-Astoria, New York, Dec. 2, pre- 
sents an impressive array of speakers. 

A distinguished official in the com- 
munications industry, Arthur W. Page, 
vice-president of American Telephone 
& Telegraph Company, will be among 
the speakers. There will be no public 
addresses, Dec. 3, which has been set 
aside for executive sessions limited to 
membership. 


Company Officials to Speak 


Life company officials who -will ad- 
dress the Thursday sessions include 
Col. Franklin D’Olier, president Pru- 
dential; President Gerard S. Nollen of 
Bankers Life of Des Moines, and Presi- 
dent M. Albert Linton of Provident 
Mutual Life. Colonel D’Olier will be 
chairman of the meeting. 

Colonel D’Olier will speak on the 
central theme, “Looking Forward with 
Life Insurance.” He will announce the 
results of special surveys being con- 
ducted to give a comprehensive picture 
of life insurance operations for the cur- 
rent year, and to indicate what they 
foreshadow for the future. Among the 
subjects covered by the special data 
being gathered are new life insurance 
purchases, life insurance in force, dis- 
bursements to policyholders and bene- 
ficiaries, and life insurance investments. 


Harrington on Supervision 


The morning session will conclude 
with an address by Commissioner Har- 
rington of Massachusetts, president Na- 
tional Association of Insurance Com- 
missioners on “Looking Forward with 
State Insurance Supervision.” Partici- 
pation in a variety of important activi- 
ties in the supervisory sphere has given 
him unusual insight into the ramifica- 
tions of this topic. Since he was ap- 
pointed commissioner in 1938, he has 
served the National association as 
chairman of several important commit- 
tees. He was elected chairman of its 
executive committee in 1941, became 
vice-president the following year, and 
this year was elected to the presidency. 

Mr. Page will be the first speaker 
Thursday afternoon. For many years 
vice-president of Doubleday, Page & 
Co, and editor of “World’s Work,” he 
1s now in charge of all public relations 
Programs of the vast communications 
industry represented by the American 
Telephone & Telegraph Company. He 
Is a director of the Prudential. 

Mr. Nollen will make the next ad- 
dress on “Increasing Responsibilities of 
Life insurance.” He has a background 
of more than 40 years in the business. 
He has been connected continuously 
with life insurance since 1902, and has 
held positions which have brought him 
into contact with a wide range of exe- 
cutive, investment and underwriting 
probiems. 

Closing the afternoon session, Mr. 

inton will speak on “Social Security— 
Public and Private.” Known both with- 


Commissioners’ 


Meeting 


Schedule Is Announced 


NEW YORK—Superintendent Rob- 
ert E. Dineen of New York will extend 
the official state welcome to the Na- 
tional Association of Insurance Com- 
missioners when they convene at the 
opening session Monday, Nov. 29, in 
the east ballroom of the Hotel Com- 
modore. Commissioner Johnson of 
Minnesota will respond. The welcome 
for the city will be given by Lee 
Thompson Smith, director of real es- 
tate, and McCormack of Tennessee will 
give the response. President C. F. J. 
Harrington, Massachusetts, will preside 
at the general sessions. There will be 
a luncheon Monday in the main ball- 
room but no plans have been made for 
luncheon on Tuesday. Usually Equita- 
ble Society has entertained the commis- 
sioners for luncheon at its home office 
the second day when the meeting was 
held at the Hotel Pennsylvania, but in- 
asmuch as the convention is being held 
at the Commodore this year there 
would be too much confusion and diffi- 
culty in transporting members of the 
convention to and from the Equitable 
building and the hotel. The complete 
program follows: 


Saturday, Nov. 27 


Committee on workmen’s compensa- 
tion insurance, office of National Council, 
Hodges, North Carolina, chairman, 
Sunday, Nov. 2 

Executive committee, 2 p. m., Rooms B 
and C. Retaliatory laws. 

Monday, Nov. 29 

9-10 a. m., Room A. Accident and 
health committee, chairman, Jones, Illi- 
nois. 

Uniform procedure on policy forms 
(report of the subcommittee on accident 
and health). 

10-11 a. m., Room C. Committee to 
study federal legislation, Williams, Mis- 
sippi, chairman. 

1. Senate bill 26. Federal govern- 
ment bonding. Requested by Commis- 
sioner Bowles. 

2. Other federal legislation affecting 
insurance. Executive committee resolu- 
tion of Oct. 8, 1943, at Chicago. 


11-12:45, East ballroom. 


Full session. President Harrington 
presiding. 

Invocation. 

Vocal solo by Mrs. J. Herbert Graves, 
Little Rock. 

Roll call, Secretary Jess G. Read, Okla- 
homa. 

Welcome to New York, Superintendent 
Dineen. 

Response, Newell R. Johnson, Minne- 
sota. 

Welcome to New York City, Lee Thomp- 
son Smith. 

Response, James M. McCormack. 

Presidential address, Commissioner 
Harrington. 

Introduction of new commissioners. 

Other business. 

1 p. m. Luncheon in main ballroom, 
speaker, Capt. Maurice M. Witherspoon, 
Navy chaplain, who was on “Wasp.” 


2:30-3:30 p. m. Room C, 
Valuation of securities committee, 








in and without life insurance circles as 
an authority on social security matters, 
his discussion of this subject promises 
to be one of the highlights of the pro- 
gram. 

Messages of greeting are scheduled 
at the opening session as_ follows: 
American Life Convention, James A 
McLain, president Guardian Life; Ca- 
nadian Life Insurance Officers Associa- 
tion, Harry W. Manning, Great-West 
Life of Winnipeg; National Fraternal 
Congress, Mrs. Grace W. McCurdy, 
Royal Neighbors, Rock Island, Ill.; In- 
stitute of Life Insurance, Holgar J. 
Johnson, president; National Associa- 
tion of Life Underwriters, Herbert A. 
Hedges, president. 


Dineen, New York, chairman. Valuation 
of insurance company stocks. 

3:30-4:30 p. m. Room A. Committee on 
laws and legislation, Fraizer, Nebraska, 
chairman; Thompson, Oregon, chairman 
subcommittee No. 1; Johnson, Minnesota, 
chairman subcommittee No. 2; Egleston, 
South Carolina, chairman subcommittee 
No. 3. 

Subcommittee No. 2. Report of insur- 
ance industry committee on multiple 
lines, J. A. Diemand, chairman. 

Subcommittee No. 3. Report of insur- 
ance industry committee on uniform 
countersignature law, Ray Murphy and 
Walter H. Bennett. 


4:30-5 p.m. Room B. 


Real estate appraisals and appraisal 
forms committee, Viehmann, Indiana, 
chairman. 

1. Report of life insurance industry 
on uniform farm appraisal blank. 

2. Review of real estate rules adopted 
by the association in 1940 with view of 
necessary changes. 


5-6 p. m. Room A. 


Committee on life insurance, L. Kava- 
naugh, Colorado, chairman. 

1. Interest allowance on dividends and 
principal sum left with the company. 

2. Consideration of United States 
Treasury recommendation limiting in- 
surance salesmen to $5,000 or 1942 in- 
come, whichever is lesser. Requested by 
Zone 4. 

Tuesday, 9-10 a. m. Room A. 


Committee on unauthorized insurance, 
Burt, South Dakota, chairman. Consider 
Superintendent Scheufler’s proposition on 
mail order companies. 

10-11 a. m. Room C. Committee on in- 
terstate rating and irregular underwrit- 
ing practices, Graves, Arkansas, chair- 
man, 


11-12 p. m. East ballroom. 


Full session, Commissioner Harrington 
presiding. 
(CONTINUED ON PAGE 9) 





Honor Berkshire Life 
Head's First Anniversary 








W. Rankin Furey (right), director of 
agencies, is shown here presenting ap- 
plications and production postcards to 
Harrison L. Amber, president of Berk- 
shire Life, on the latter’s first anniver- 
sary as head of the company. The en- 
tire agency organization under S. 
Samuel Wolfson, New York City gen- 
eral agent, combined efforts in a one- 
day special sales campaign in tribute to 
Mr. Amber. It resulted in the largest 
production for any one day in 1943, and 
came during the annual Berkshire 
Boosters’ 6-week campaign. Mr. Wolf- 
son started the campaign in 1937. 


Extend Pension 


Trust Deadline 
fo Dec. 31, 1944 


Revenue Bureau and 
Corporations Get 
Breathing Spell 


WASHINGTON—Bcth the Treasury 
Department internal revenue bureau 
and corporations interested in pension 
trust plans obtain a breathing spell 
under House bill 3363, recently passed 
by both houses of Congress and ex- 
pected to receive Presidential approval. 
It extends from Dec. 31, next, to Dec. 
31, 1944, the time for filing and amend- 
ing such plans to comply with the reve- 
nue laws. 


It is understood that this extension is 
satisfactory to the internal revenue 
bureau, where it was said that pension 
trust plans heretofore filed have been 
somewhat “sketchy,” for the most part. 
The bureau has been hampered by diffi- 
culty in obtaining the services of com- 
petent personnel to analyze and pass 
upon hundreds of plans submitted, such 
as accountants, economists, actuaries. 
From the bureau standpoint, it is under- 
stood, the December, 1943, time limit 
for filing plans to comply with the law 
was too short. 


Part of Excess Profits Bill 


_The extension legislation is part of a 
bill to allow more time within which 
corporations may file claims for relief 
under the excess profits tax law. As 
originally passed by the House the bill 
did not appear to deal with the pension 
trust problem. The Senate, however, 
added an amendment on that subject, 
which was later adopted by the confer- 
ence committee on the bill and agreed 
to by the House, reading as follows: 

“Section 3. (A) section 162 (D) (1) 
(B) of the revenue act of 1942 is 
amended as follows: 

“(B) Such a plan shall be considered 
as satisfying the requirements of sec- 
tion 165 (A), (3), (4), (5) and (6) 
for the period beginning with the begin- 
ning of the first taxable year following 
Dec. 31, 1942, and ending December 31, 
1944, if the provisions thereof satisfy 
such requirements by Dec. 31, 1944, and 
if by that time such provisions are made 
effective for all purposes as of a date 
not later than Jan. 1, 1944. 

“(B) section 162 (D) (2) of the reve- 
nue act of 1942 is amended to read as 
follows: 

“(2) In the case of a stock bonus, 
pension, profit sharing or annuity plan 
put into effect after Sept. 1, 1942, such 
a plan shail be considered as satisfying 
the requirements of section 165 (A), 
(3), (4), (5) and (6) for the period be- 
ginning with the date such plan is put 
into effect and ending Dec. 31, 1944, if 
the provisions thereof satisfy such re- 
quirements by Dec. 31, 1944, and if by 
that time such provisions are made 
effective for all purposes as of a date 
not later than the effective date of such 
plan or Jan. 1, 1944, whichever is the 
later.” 


Explanation Is Made 


The conference committee on the bill, 
reporting on their agreement, explained 
that the amendment extended the time 
to Dec. 31, 1944, within which pension, 
annuity and similar plans may be 
amended to meet requirements of the 

(CONTINUED ON PAGE 15) 
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U. §. Chamber Board 
Gives Approval fo 
Bridges Bill 


Endorses Plea for Life 
Insurance Premiums De- 
duction from Income Tax 


WASHINGTON—Directors of the 
U. S. Chamber of Comerce have ap- 
proved a report calling for enactment 
of legislation which would permit in- 
come tax credits for continuing obliga- 
tions for family and personal security 
items such as home purchase undertak- 
ings and life insurance policies. 

The action related specifically to the 
principle embodied in a pending bill by 
Senator Bridges of New Hampshire 
which would permit insurance pre- 
miums to be used as a tax deduction 
up to 10% of net income, or $1,000, 
whichever was the lower. The report 
suggested, however, that provision for 
the credits be broadened to include not 
only such things as interest on home 
mortgages but payment on the princi- 
pal itself. 

The report, submitted to the board 
by the insurance committee said in part: 

“Certain legislation now pending in 
Congress gives recognition to this prin- 
ciple by providing for certain credits 
for life insurance premiums in connec- 
tion with the payment of income taxes. 
The insurance committee, however, be- 
lieves that such provision well could be 
made more comprehensive. 

“The Congress should give particu- 
lar attention to the protection of citi- 
zens who have continuing obligations 
under contracts designed for family and 
personal security. Such contracts can 
not be abrogated without loss and 
even hardship. The necessity for high 
taxation requires as an equitable offset 
reasonable credits against continuing 
obligations such as life insurance poli- 
cies or home purchase contracts. 

“Not only individuals, but also the 
whole country suffers when revenue 
laws place such increasingly heavy 
burdens on taxpayers as to necessitate 
the discontinuance of such essential 
contracts.” 


Michigan Conference Reviews Ill. Bankers Life 





Today's Management Problems Stock fo Be Sold 


DETROIT—Optimism regarding ex- 
pansion of life insurance in the imme- 
diate future and in the post-war era 
was expressed by nationally known 
speakers at a conference for managers, 
general agents and supervisors from 
Michigan and the border cities of Can- 
ada, staged by the Associated Life 
General Agents & Managers of Detroit, 
with the cooperation of the Michigan 


Association of Life Underwriters. Ar- 
thur P. Johnson, Great-West Life, 
presided. 


Declaring that he is more optimistic 
about the life insurance outlook than 
ever before in his 20 years in the busi- 
ness, J. Harry Wood, second vice-presi- 
dent and manager of general agencies 


of John Hancock, talking on “Life In- 
surance Trends Affecting Agency 
Management,” took up several major 


agency problems of today. 
Problems in Two Categories 


He divided these problems into two 
categories: (1) Immediate problems 
brought about by the war, and (2) long- 
term problems, most of which are more 
or less affected by the war. In spite of 
the great increases in business in force 
and assets in the past decade, sales of 
ordinary life have held just about level, 
while in 1934-41 the number of agents 
declined fully 25%, and another third 
left the business 1941-43, many to en- 
ter war work or military service. For 
ordinary agents, the business today has 
reached probably a low total for the 
past 20 years. Some agents have found 
that they can make more money in 
other lines, others have left the business 
because of the increasing pressure for 
the elimination of the unfit. 


Changed Methods Needed 


This period witnessed the rise of so- 
cial security and also of National Serv- 
ice Life Insurance, the latter now 
reaching $90 billion. Meanwhile the 
national income has doubled and trebled 
and unemployment has dropped to prac- 
tically zero. The number of persons 
gainfully employed has reached an all- 
time peak, including some 15,000,000 
women. 

This situation, he said, has brought 
about a need for a vastly changed meth- 
od of selling life insurance. Some years 
ago practically all sales were made to in- 
dividuals; today ordinary is sold in bulk 
to hundreds of thousands in pension 


trusts and group policies. Although 
the number of agents has dropped per- 
haps 40% in the past eight or nine 
years, ordinary sales have held level, 
which means that there must be a 
higher sale per agent. 

Some have suggested wholesale re- 
cruiting as in the early ’30’s. “We may 
feel that recruiting will be easy after 
the war, when millions of aggressive 
young men come back into civil life, but 
remember that you will have to pay for 
them either by giving them salaries or 
financing them,’ Mr. Wood said. 


Should Maintain High Standard 


He urged maintaining a high stand- 
ard for new men and admitting only 
men who will follow life insurance as a 
career. He also urges that managers 
keep their hand in by doing some per- 
sonal selling, so that they will be 
aware of the changing trends of the 
market as soon as they are felt; also 
that they put money in the bank right 
now to finance post-war recruits. 

He recommended sending agents out 
to call on individuals rather than 
groups and seeing that they do not 
spend too much time butting their 
heads against the stone wall of pension 


trusts. “It is utterly impossible for the 
average man today to accumulate 
enough money through other invest- 


ments to allow him to retire on the in- 
come at present interest rates. That is 
the greatest motivating force you can 
impress on your men today,” he added. 

He said new types of policies will be 
necesary for the changing market. A 
policy should be developed that will 
mesh with social security better than 
present policies do; special term mort- 
gage coverage should be made available 
that will decrease as the mortgage de- 
creases. Another policy should be de- 
veloped to mesh with war bonds, that 
will run perhaps eight or nine years at 
modest rates and then may be paid up 
as war bonds mature. 


Sustain Intelligent Activity 


No problems will arise in 1944 that 
cannot be solved out of past experi- 
ence and present knowledge, Judd C. 
Benson, Union Central, Cincinnati, de- 
clared in reviewing “Our Agency Plans 
for 1944.” 

Probably the first problem is that of 
sustaining intelligent activity in the 

(CONTINUED ON PAGE 15) 


in Court Dec. 21 


Martin and Sawyer 
Estates Lose Shares and 
Woods Estate Penalized 


Although the judgments contained in 
the decree entered last Saturday by Cir- 
cuit Judge Miner of Chicago in the IIli- 
nois Bankers Life case have an apparent 
gross value of some $2,500,000, it is en- 
tirely unlikely that there will be recoy- 
ered anything beyond the stock of the 
Monmouth company from the estates of 
Hugh T. Martin and A. T. Sawyer. 
Judge Miner ordered the stock, 80% of 


which is in the Martin estate and the 
balance in the Sawyer, to be given up 
and he appointed Attorney Charles OQ, 
Rundall of Chicago as trustee and spe- 
cial commissioner to sell the stock in 
open court to the highest and best bid- 
der Dec. 21. 

In addition Judge Miner gave a money 
judgment of about $700,000 against the 
Martin estate and a judgment of $160,- 
000 plus interest at 5% against the es- 
tate of W. H. Woods, who was presi- 
dent of Illinois Bankers. But, it is un- 
derstood, the Martin estate possesses no 
assets other than the stock and that the 
Woods estate is in no position to sat- 
wid the judgment or any substantial part 
of it, 


Embraces Compromise 


The double decked judgment as to the 
Martin estate seems to embrace a com- 
promise of conflicting positions on the 
part of Attorney Vernon Loucks of Chi- 
cago who started the action in behalf of 
policyholders of the old Illinois Bankers 
Life Association, predecessor assessment 
company, and on the part of Attorney E. 
R. Johnston, who intervened for the 
company itself. 

Mr. Loucks wanted a decree under 
which the stock would be recovered for 
the policyholders of the assessment com- 
pany, while Mr. Johnston wanted a money 
judgment against the Martin estate. The 
final decision was to include both types 
of judgment, but the stock, it is stipu- 

(CONTINUED ON PAGE 16) 





SPEAKERS AT LIFE PRESIDENTS ASSOCIATION MEETING 














Cc. F. J. HARRINGTON, Boston 
Massachusetts Commissioner 


ARTHUR W. PAGE, New York City 
Vice-president American Tel. & Tel. Co. 





G. S. NOLLEN, Des Moines 
President Bankers Life 





M. A. LINTON, Philadelphia 
President Provident Mutual 
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Old Age Income and 4-L-A4.0. Chairman and Vice-Chairman 


Protection Should 
Be Chief Objective 


Ben H. Williams of Mutual 
Life Gives Plain Talk 
at Columbus Meeting 


COLUMBUS, O.—If you want to 
be right 94% of the time, your “sales 
talk” should include both protection 
and old age income, Ben Williams, di- 


rector of training of Mutual Life, told 
the Managers & 
General Agents 
Association of Co- 
lumbus. He based 
his statement on 
the results of a 
public opinion sur- 
vey conducted by 
Mutual Life in 
which 47% of 
those interviewed 
indicated that 
their primary rea- 
son for buying life 
insurance was for 
“dependents’ _pro- 
tection,’ while 
another 47% gave “old-age income” as 
their main reason. “Before any prob- 
lem can be solved,” Mr. Williams said, 
“we first must know what the problem 
is. That’s why Mutual Life conducted 
its survey. We wanted to find out 
what the public thinks of the business 
as a whole, and what appeals most to 
the public.” 


Attitude of the Public 


“For example, despite the grand job 
we think we’ve done in merchandising 
life insurance, apparently the public 
doesn’t agree,” Mr. Williams continued. 
“Only 17% think that life insurance is 
the best place to put their money, in- 
dicating that we’re not selling the com- 
plete services of our product; that we 
should try to get the prospect’s entire 
problem out on the table and show him 
how life insurance in most cases is the 
only thing that can meet his complete 
problem.” 

Other results of the survey, Mr. 
William said, showed that 47% of those 
interviewed had not been called upon 
by a life man for at least six months 
(5% had never been approached); that 
68% buy insurance because they know 
the agent, because of an agent’s solici- 
tation or because of a friend’s recom- 
mendation. 


Proper Selection and Training 


“Proper selection and proper training 
of agents continue to be of prime im- 
portance in our relations with the pub- 
lic, and they have a direct and con- 
siderable bearing upon the amount of 
life insurance we sell,” Mr. Williams 
said. 

“During the first six months field 
men who qualified in our retraining 
program paid for more than $27,000,000 
of business compared with approxi- 
mately $18,500,000 for the same group 
in the corresponding 1942 period,” Mr. 
Williams said. “Their average size ap- 
plication went up from $2,771 to $3,246. 

“Tf we are to do the most effective job 
from the public’s standpoint I believe 
we should stick to simple things in our 
thinking, in our planning, in our train- 
ing and in our selling,’ Mr. Williams 
declared. 





Ben H. Williams 





Form Tax Planning Group 


NEWARK—John A. Ramsay and 
Harold G. Nenninger have formed “Tax 
Planning,” a combination of experts and 
consultants whose experience can be best 
utilized as a single group. It will offer 








GRANT L. HILL 


Grant L. Hill, superintendent of 
agents of Northwestern Mutual Life, is 
the new chairman of the board of direc- 
tors of the Association of Life Agency 
Officers, while J. C. Higdon, vice-presi- 
dent of Business Men’s Assurance, is the 
new vice-chairman. 

Mr. Hill has been the vice chairman 
and he presided at the meeting of the 
Life Agency Officers at the Edgewater 
Beach Hotel in Chicago last Thursday, 








J. C. HIGDON 


due to the fact that S. T. Whatley, 
Aetna Life, the retiring chairman, was 
recuperating from a siege of two months 
in the hospital. Although Mr. Whatley 
actually opened the session, he did not 
feel strong enough to conduct the entire 
meeting. 

It was announced that Great National 
Life of Texas and Columbian Mutual 
Life of Memphis have been elected mem- 
bers of the A. L. A, O. 








a complete pension trust service, includ- 
ing preparation of actuarial calculations 
and tables now required. Estate plan- 
ning is offered on a comprehensive basis. 

Mr. Ramsay is Newark ageneral agent 
of Connecticut Mutual Life and Mr. 


Nenninger is brokerage manager of the 
Ramsay agency. A Washington corre- 
spondent has been retained, so that up- 
to-the-minute information is available on 
wage and salary stabilization and profit- 
sharing trusts. 








small son. 


dent. 


WILLIAM H. KINGSLEY 
Chairman of the Board 








IMMEDIATELY IN FORCE 


While the applicant was in the agency office waiting for the 
medical examiner, the cashier chatting with him learned that 
he planned to pay his premiums out of the raise his firm was 
giving him. She asked, if he had not received the raise could 
he have gotten along without it? Yes, he thought so. 


She suggested he take half that month’s raise and use it to 
prepay the policy so that the insurance could immediately be 
in force with the full protection he wanted for his wife and 


The applicant agreed, paid down the premium money and 
then was examined. The next day, riding on a motorcycle with 
a friend on the way to work, he was injured in a street acci- 
He died in the hospital, three days later. 


At the time of the death the Company had not yet received 
application or examination, but the case was duly approved 
and the claim check for $5,000 was sent. 


The widow was able to go to normal school for study, be- 
came a teacher and earned her own living. Her son was edu- 
cated, and is now earning his living—and is a policyholder. 


* + 


THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


+ 


JOHN A. STEVENSON 
President 














Illinois Men Get 
Inside View on 


N. A. L. U. Functions 


All Locals Represented 
at Association Officers’ 
School in Peoria 


By CHARLES D. SPENCER 


PEORIA, ILL.—With everyone of 
its 22 local associations represented, the 
Illinois Association of Life Underwrit- 
ers held its most constructive meeting 
on record with the able assistance of 
four National association officers, Presi- 
dent Herbert A. Hedges, Kansas City 
manager Equitable Life of Iowa; James 
E. Rutherford, executive vice-president; 
Wilbur W. Hartshorn, Hartford man- 
ager Metropolitan Life, secretary; and 
Philip B. Hobbs, Chicago manager 
Equitable Society, trustee. 

_ The main feature was the all day ses- 
sion for local association officers, the 
fourth such conference which has been 
held by the National association this 
year, the other sessions being in Kan- 
sas, Oklahoma and Missouri. Four 
more conferences are scheduled in De- 
cember. Chairman Chester T. Ward- 
well, Peoria general agent Connecticut 
Mutual, turned the meeting over to Mr. 
Hedges, who presented a frank discus- 
sion of | National association headquar- 
ters activities. He analyzed the sources 
of the National association’s $150,000 a 
year income, told how the $80,000 sur- 
plus is invested and reviewed the budget 
for the current year, citing the main 
expenses, including the actual salaries 
of the headquarters’ staff, Tent, appro- 
priations for various activities, etc. 


Creates Confidence 


By spreading all his cards out on the 
table and offering to answer any ques- 
tions on minor expenditures, Mr. Hedges 
created a sense of confidence that the 
National association is representing the 
average member. It was a commend- 
able move because comparatively few of 
those in attendance ever attend a na- 
tional meeting so they have never had 
the opportunity before to gain a true 
perspective of the organization’s func- 
tions. 

In discussing local association prob- 
lems Mr. Hartshorn said that each 
group should have three objectives: 
Education on how to be a good mem- 
ber: better service to policyholders and 
public relations. Considerable stress was 
placed on getting members to be more 
valuable to the association. The time 
has gone, Mr. Hartshorn declared, when 
agents ask what they can get for their 
dues. The question now is: “What can 
you give?” 


CIO Men Eligible 


In answer to a question regarding the 
eligibility of agents belonging to the 
CIO, Mr. Rutherford said that only 
requirements are that agents represent 
legal reserve companies and subscribe 
to association principles. 

Local associations were urged to 
extend their public service activities. 
One group held a public school on in- 
come taxes while another explained 
social securitv provisions. War activities 
can include bond sales, explaining Na- 
tional Service Life Insurance, aiding 
blood banks, ete. 

The importance of putting as many 
members as possible to work on com- 
mittees was emphasized. The Chicago 
association, for example, has 360 mem- 
bers on committees. In smaller asso- 
ciations it is possible to give everyone 
a job. A good way to keep the veter- 
ans active in association work is to hold 

(CONTINUED ON PAGE 19) 
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N. Y. Life, Phoenix 
Agents Under N. Y. 
Unemployment Law 


The New York supreme court’s ap- 
pellate division has upheld without 
opinion the unemployment insurance 
appeal board’s decision that three for- 
mer New York Life agents and one 
former Phoenix Mutual Life agent are 
entitled to state unemployment com- 
pensation benefits. The decision affects 
no other life companies. 

An appellate division decision given 
last year held that agents of Columbian 
Protective Association were not em- 
ployes and hence not subject to the un- 
employment insurance law. It was 
thought that with this as a precedent 
the appellate division would hold simi- 
larly in the case of New York Life and 
Phoenix Mutual. However, the court 
apparently took the view that since the 
agents of these two companies were sup- 
posed to devote their full time to their 
respective companies that fact, and 


allegations that they were under day to 
day to control, brought them within the 
unemployment insurance measure’s 
scope. 

In October, 1941, the unemployment 





* HOOSIERS BRAG A 
BIT THAT INDIANAPOLIS 
IS THE CROSS ROADS OF 
THE NATION. THIS WEEK 
THE STATEMENT BORE 
SEMBLANCE OF TRUTH. 


* * * 


FOR FROM MONTREAL 
COMES E. P. HIGGINS OF 
THE SUN LIFE to check the 
progress of the company’s “Tax 
& Business Insurance” group— 
— left delighted with the rec- 
ord. 





*x* * * 


AND FROM TORONTO 
COMES J. ALAN BROAD. 
BENT AND W. C. PARR OF 
THE MANUFACTURERS 
LIFE to talk training pro- 
grams. 

* * * 


AND E. A. FARRINGTON 
OF THE PROVIDENT 
MUTUAL FLEW IN FROM 
PHILADELPHIA further to 
explore some recruiting 


thoughts. 
* * 


NOR WAS DES MOINES 
LACKING. FOR EARL E. 
SMITH of the EQUITABLE 
came to discuss recruiting. 

* * * 


AND FROM HELENA, LEE 
CANNON and CHAS. D. 
GREENFIELD came to see 
what can be done concerning a 
special supervised study group 
for Western Life men. 


ee & 
SO along the life insurance 


front, the watchword is “Now is 
the time for action!” 


PAUL SPEICHER 
Managing Editor 


THE INSURANCE 








RESEARCH & REVIEW ae, 
\ INDIANAPOLIS 





insurance appeal board decided that 
Northwestern Mutual Life’s agents were 
not employes under the law and later 
held similarly in the case of all other 
companies about which the question 
arose with the exception of New York 
Life and Phoenix Mutual. 

New York Life and Phoenix Mutual 
will carry the case to the Court of 
Appeals, the state’s highest court, if 
they are successful in getting the neces- 
sary consent, as appeal from a unani- 
mous decision, as this was, is not a mat- 
ter of right. 

One of the New York Life agents 
who testified as a claimant for unem- 
ployment compensation attempted to 
make a point of the fact that agents 
are given death claim checks to deliver 
and are given prospect leads and that 
this proved that the agents are under 
the companies’ control. The court ap- 
parently accepted this version in spite 
of testimony that the agents were under 
no compulsion to deliver these checks 
or follow up these leads but were glad 
to get them as a means of increasing 
their sales. 

The former New York Life agents 
are Frank Goldstein, S. M. H. Taub, 
and Eugene Feder. The former Phoenix 
Mutual agent is Marshall Payn. 





Act in Canada on 
Proof of Age Issue 


The report of the executive session 
that was recently held at Regina, Sask., 
by the Insurance Superintendents Asso- 
ciation of Canada reveals that the pro- 
vincial supervisors decided to request life 
companies to keep a record over a period 
of a year of all cases where difficulties 
are encountered in obtaining proof of 
age and report to the association on the 
number of cases, cause of the difficulty 
and amount of adjustments made. 

Referred to the standing committee 
was the draft amendment dealing with 
assignments of life insurance submitted 
by the Canadian Bankers Association. 

Questions that arose from the decision 
in the case of Beckert vs. Prudential 
(1943) O.R. 448 were discussed. One 
question was whether legislation should 
be enacted to make valid and enforceable 
the contract to pay life insurance monies 
in the event that the insured dies at the 
hands of justice. The decision was that 
no action should be taken on that point. 
Then there was the question as to what 
action should be taken to remove the 
uncertainty which exists with respect to 
the right of an ordinary beneficiary un- 
der a life policy to sue for insurance 
monies and give a sufficient discharge 
therefor. The standing committee was 
instructed to take this matter under con- 
sideration. 


Licensing of Agents 


The report of the standing committee 
on licensing and regulation of agents was 
approved and the association approved 
the principles set forth in circulars of the 
Canadian Life Insurance Officers Asso- 
ciation on Dec, 12, 1942, relating to the 
licensing of married women, March 19, 
1943, relating to effect of occupation on 
part time applications and March 19, 
1943, relating to consent of employer to 
part time applications. 

The association recommended that 
where a superintendent suspects that a 
switching of policies has taken place and 
yet does not have evidence sufficient to 
take legal action that he refer such cases 
to the Canadian Life Insurance Officers 
Association. 





McGraw-Hill and Gannett 


Men Institute Speakers 


NEW YORK—Col. Willard Cheva- 
lier, vice-president of McGraw-Hill Pub- 
lishing Company and publisher of “Busi- 
ness Week,” and Frank E. Tripp, gen- 
eral manager of the Gannett news- 
papers, will be the guest speakers at 
the annual meeting of the Institute of 
Life Insurance Dec. 1 at the Waldorf- 
Astoria. 


Compensation fo 


Agents Discussed 
by J. Roger Hull 


Mutual Life Production 
Head Recommends Plan 
for Induction 


DETROIT — Maintaining that the 
life business must utilize the period of 
war emergency to prepare for the bet- 
ter life that lies ahead, J. Roger Hull, 
vice-president of Mutual Life of New 
York, in an address before the General 
Agents & Managers Association, turned 
the spotlight on the field and home 
office alike and declared that “we all 








J. ROGER HULL 


must so conduct ourselves and our busi- 


ness that the public will appreciate 
even more the service of life insurance 
and will enthusiastically demand its 
continuance.” 

Expressing the belief that preparation 
for the future “should include construc- 
tive thought and research concerning 
several phases of our operations,” Mr. 
Hull said: “For example, I believe that 
changing social and economic conditions 
demand a thorough determination of 
our markets, and for many agents and 
many companies that means a change. 
Taxes will be high for years and the 
number and proportion of high in- 
comes probably will be smaller. Our 
job will be to provide life insurance for 
the masses.” 


Compensation for Agents 


“Radical changes in methods of com- 
pensating agents also should be consid- 
ered, he said. Such changes should in- 
clude redistribution of income, adequate 
compensation for service, “but for ac- 
tual service rendered and not merely a 
pension,” more emphasis on quality and 
less on volume, a greater stabilization 
of income “with reasonable expectation 
of consistent increases on a level vol- 
ume of production,” and a plan for se- 
curity in old age. He emphasized that 
these objectives can and must be ac- 
complished “without cutting a_ bigger 
piece of pie;” that the cost of distri- 
bution must not be increased. 

“Another problem is a proper plan for 
inducting new men into our business,” 
Mr. Hull continued. “There’s no ex- 
cuse for the enormous mortality among 
life insurance representatives and I 
think we must admit that the blame 


October Ordinary 
Sales Up 30%; 
10-Month Gain 8% 


Total ordinary business in October 
was $631,021,000, 30% greater than a 
year ago, according to the Sales Re- 
search Bureau. For 10 months the total 
was $5,968,788,000, an 8% increase. All 
of the territories showed increases in Oc- 
tober and for the year to date, with the 
Pacific Coast leading in October with 
48% and the mountain territory leading 
for the year to date with 21%. All states 
showed increases in October, and only 
Arkansas, Missouri, New Hampshire, 
and Rhode Island showed decreases for 
the first 10 months, and those states 
were off only one to three points. 

Of the nine states reporting more than 
$23 million of ordinary in October, Cali- 
fornia showed a 55% increase for the 
month and 16% for the years; Illinois, 
27 and 5%; Massachusetts, 19 and 2; 
Michigan, 14 and 6; New Jersey, 34 and 
2; New York, 33 and 6; Ohio, 30 and 3; 
Pennsylvania, 25 and 7, and Texas, 27 
and 7. 

Among the principal cities, Boston had 
a 27% gain for the month and a 1% de- 
cline for the 10 months; Chicago 21 and 
4% increase; Cleveland, 21 and 2; De- 
troit, 3 and 3; Los Angeles, 57 and 15; 
New York, 34 and 2; Philadelphia, 26 
and 4; and St. Louis 10 and —11. 








may be placed squarely on the shoul- 
ders of management.” 

Mr. Hull suggested consideration of 
an induction plan which would: (1) At- 
tract the type of men most likely to 
succeed; (2) enable those men to earn 
a decent income while learning the 
business; (3) compensate the man for 
doing those things which are necessary 
for ultimate success, rather than for 
volume of immediate sales, and (4) 
automatically encourage proper super- 
vision by the manager or supervisor. 

Methods of compensating managers 
and general agents may well be in- 
cluded in plans for the post-war era, 
Mr. Hull said, adding that perhaps too 
much emphasis now is placed upon vol- 
ume regardless of the source and sug- 
gesting that more emphasis be placed 
upon quality both of manpower and of 
new business. He also expressed the 
belief that there may be room for im- 
provement in supervising systems and 
suggested that supervisory compensa- 
tion might be more closely synchro- 
nized with the objectives of manage- 
ment. 





J. A. Stevenson on Navy 
Manpower Survey Board 


Secretary of the Navy Knox an- 
nounced the appointment of John A. 
Stevenson, president of Penn Mutual 
Life, as a member of the new Navy 
manpower survey board. In addition to 
his executive responsibilities with Penn 
Mutual Mr. Stevenson as a contribution 
to the war effort has agreed to serve 
with the new board for a limited period 
on a part time basis. The five man 
board has been formed to develop more 
effective and efficient use of personnel 
and Navy shore establishments. 





Discuss Salary Increase Methods 


PHILADELPHIA—A review of cur- 
rent practices on “Salary Increase Pro- 
cedures” and recommendations for 1m- 
proving them occupied the meeting here 
of the National Office Management As- 
sociation. The meeting was conducted 
by George D. Wood of Provident Mu- 
tual Life. Principal speakers were Har- 
ris Ebenbach of the department of office 
administration of the North America, 
and J. M. Kirchgasser, of the personnel 
department of the Pennsylvania Company 
for Insurances on Lives and Granting 
Annuities. 
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N. Y. State Group 
in Fall Meeting 


Myrick Talks; Much 
Association Business 
Is Transacted 


By GEORGE E. WOHLGEMUTH 


SYRACUSE—The impression is get- 
ting around that government is some- 
thing separate and apart but actually the 
government represents the people, Julian 
S. Myrick, second vice-president of Mu- 
tual Life, declared at the fall meeting of 
the New York State Association of Life 
Underwriters. Mr. Myrick, who is hon- 
orary president of the association, de- 
clared that it is about time for the peo- 
ple to get upon their hind legs, demand 
economy in government and reduced 
taxes and generally let their desires be 
known. 

E. R. Gettings, general agent North- 
western Mutual, Albany, president, told 
the delegates the association’s regional 
vice-president arrangement, set up in 
May to give greater cohesion to the as- 
sociation through the 18 local associa- 
tions’ members, is working out splendidly 
and accomplishing the purposes for 
which it was intended. The meeting was 
well attended, with only one of the local 
associations not being represented. Next 
May the association will observe its 25th 
anniversary. 


Calls It Fighting Organization 


Mr. Myrick said that many of the 
things the New York association has 
stood for are now becoming reality. It 
worked for protection of family life in- 
surance proceeds against claims of cred- 
itors and has fought unaided against sav- 
ings bank life insurance. It is a fighting 
organization, he said. ; 

The question of agents’ compensation 
is now getting recognition from the 
home offices, Mr. Gettings stated. The 
work of the New York City Life Man- 
agers Association compensation commit- 
tee has crystallized the question, which 
had been “tossed around” for the last 
three of four years, he said. The associa- 
tion has $8,500 in the bank, but this 
should be regarded as an emergency 
fund for future demands, Mr. Gettings 
said. For the present, the association 
should forego membership in the Insur- 
ed Federation of New York, he ad- 
vised. 


Loses Only 187 in Membership 


Despite a loss of 327 members in the 

New York City association, membership 
July 1 was 2,955, a loss of only 187, and 
subsequent improvement has been shown, 
P. A. Collins, Metropolitan Life, New 
York, secretary-treasurer, reported. 
_ There was considerable discussion of 
increasing dues to the state association 
from $1.50 to $2 per member a year, and 
the delegates were asked by Mr. Get- 
tings to get the sentiment of their mem- 
bers on the question for a report to him 
before the first of the year. The increase 
would be used to retain counsel for the 
coming legislative session. 

E. H. Perkins, general agent of Provi- 
dent Mutual, Albany, presented a com- 
prehensive report for the planning com- 
mittee dealing with the problem of 
finding adequate membership to represent 
and support the work of the association 
and to insure proper representation be- 
fore the legislature to support its 
interests, 


War Risk Wording Change 


A resolution amending the wording of 
the phrase in all New York policies call- 
ing attention to war risk coverage was 
Presented by Leon Gilbert Simon, asso- 
ciate manager Ford agency of Equitable 
Society, New York City, who repre- 
sented the New York City association, 
which has already acted favorably upon 
the proposed change. The law provides 
the phrase “Certain War Risks Are Not 
Assumed—If in Doubt, Communicate 


House Rules 
Committee Now 
Holds the Key 


WASHINGTON — Whether and 
when Congress will give consideration 
to anti-trust insurance exemption legis- 
lation now depends upon the House 
committee on rules. In the ordinary 
course, such consideration might be 
difficult to secure. The rules commit- 
tee, however, has been asked to give the 
green light to the Walter-Hancock bill. 
If that is done the bill may be expected 
to be taken up in the House within a 
reasonable time. 

The Senate judiciary committee did 
not act on the companion Senate bill 
because of a caucus of Republican 
members of the Senate which made it 
impossible to get a quorum of the com- 
mittee for its regular Monday meeting. 

The U. S. Chamber of Commerce 
board of directors has voted to support 
passage of these states rights bills. 








with the Company” be printed in red on 
the policy. Mr. Simon said the phrase 
reflected upon the integrity of the agent 
and some policyholders had reacted un- 
favorably. Mr. Simon suggested the 
words “or Agent” be added. The insur- 
ance department had assured him of its 
support, Mr. Simon said, and the revised 
wording should be ready for the legisla- 
ture Jan. 2. The question was referred 
to a committee for action. 

Upon a motion presented by Clancy 
D. Connell, New York City, trustee of 
the National association, Sidney Werti- 
mer, Prudential, Buffalo, also a national 
trustee and long an active member of 
the state association, was unanimously 
elected honorary delegate, an honor be- 
stowed for signal service to the business. 

Rochester presented an invitation for 
the May meeting. Syracuse invited the 
association to hold its first sales congress 
in that city after the war. 


Many Brief Reports 


Brief reports were given by J. Stin- 
son Scott, general agent Provident Mu- 
tual, Rochester, vice-president, and the 
following regional vice-presidents: A. F. 
Lewis, general agent Mutual Benefit, 
Syracuse; P. F. Finch, district manager 
Aetna Life, Elmira; R. W. Moore, Pru- 
dential, Port Chester; T. C. Snow, gen- 
eral agent Penn Mutual, Buffalo. F. W. 
Meade, New York Life, Saranac Lake, 
was the only regional vice-president not 
present. 

The Syracuse General Agents & Man- 
agers Association was host at a cocktail 
party at the conclusion of the meeting. 
R. P. Wennstrom, Union Central Life, 
is president. 

Spencer C. McCarty, Provident Mu- 
tual, Albany, a past president of the 
state association, was warmly welcomed 
after a long illness. 

A joint luncheon meeting was held 
with the Syracuse Association of Life 
Underwriters. 

A delegate inquired whether the as- 
sociation was going to take any action 
with respect to bills pending in Con- 
gress exempting insurance from anti- 
trust regulations and allowing credits to 
be taken for life insurance premiums in 
calculating income tax. Mr. Connell 
and Mr. Wertimer, who are both na- 
tional trustees, replied that the National 
association is following the proposed 
legislation closely and supplying its rep- 
resentatives in the field who are visit- 
ing local associations with up to the 
minute information on developments. 





Prudential Combines Sections 


Prudential has combined the ordinary 
premium section, industrial premium 
section and war service bureau of the 
cashiers’ department at the home office, 
to form a new department to be known 
as the “premium receiving deparment,” 
with Robert S. Teller as manager and 
John W. Hopper, Jr., as assistant man- 
ager. 





Dollar-Producing 
Time-Saver... 


is THE GUARDIAN’S Prospect 
Bureau—a time-tested direct mail 
plan which consistently is bringing 
a nation-wide average of 11% return 
on mailings. 


For the first nine months of 1943 
the average first-year commission 
value per reply was $12.62. 


By encouraging the prospect to 
consider his needs and indicate his 
immediate insurance objectives, 
The Guardian Prospect Bureau 
approach makes for time-saving 
selection of prospects and an early 
mutual understanding between 
prospect and Agent. 


THE GUARDIAN LIFE 


INSURANCE COMPANY OF AMERICA 
New York City 


A Mutual Company Established 1860 


GUARDIAN OF AMERICAN FAMILIES FOR EIGHTY-THREE YEARS 








HeNATIONAL UNDERWRITER 








November 26, 1943 





——= 











































RAINBOWS 
Me END 


On July 13, 1925, the Bankers Life 
Company of Des Moines issued two 
policies for $1,000 each on the life of 
a 13-year-old school boy. 


Eleven years later, both policies 
lapsed by reason of non-payment of 
premiums. No attention was paid 
by the insured or his parents to re- 
peated notices sent by the Bankers 
Life Company calling attention to 
the premium lapse and to the rein- 
statement privilege. 


At that time a loan of $444.33 ex- 
isted on each policy, which was only 
$1.64 less than the cash surrender 
value. This sum, however, together 
with the dividend accumulation of 
$72.78 on each policy, was sufficient 
to provide $556 protection to July 
13, 1945, under the extended insur- 
ance provision of each policy. 


Nothing further was heard of the 
parties involved until October of 
1943, when an agent of the Bankers 
Life Company, following the Com- 
pany’s custom of looking after the 
interests of all policyholders, called 
at the last known address of the in- 
sured and was informed by his par- 
ents that their son had died, only 
two months before, in a prison camp 
in the Philippines. 


The mother, beneficiary of both 
policies, stated that she had lost, or 
destroyed, both policies ten years 
before, having no idea they had any 
value. 


Investigation with the War De- 
partment revealed that the insured 
had been a Captain in the Medical 
Corps of the U. S. Army and that he 
had died a prisoner of war in a Japa- 
nese prison camp in the Philippines, 
on or about July 1, 1943. 


The mother made an affidavit that 


the two policies were no longer in 
existence. 


Whereupon the Bankers Life 
Company paid the mother the sum 
of $556 on each policy, a total of 
$1,112, that being the extended in- 
surance value of the policies. 


Thus once again, the extended in- 
surance provision in life policies plus 
conscientious work of a good sales- 
man, have brought a financial bless- 
ing into an American home. 


BanxersZ/fe 





Gives Background 
of Social Security 


W. R. Williamson Points 
to Many Non-Govern- 
mental Factors 


NEW YORK—Social security hasn’t 
been just a governmentally administered, 
governmentally subsidized form of pro- 
tection but has been developed from 
many factors, most of them non-gov- 
ernmental, said W. R. Williamson, ac- 
tuarial consultant of the Society Secur- 
ity Board, in the paper which he pre- 
sented at the annual meeting of the 
Casualty Actuarial Society. 

Further improvements of social secur- 
ity require a more complete understand- 
ing of how it came to be as it is, and 
its further growth will require knowl- 
edge, understanding, and a very prac- 
tical idealism, Mr. Williamson declared. 
His paper was comprehensive analysis 
of the American background of our so- 
cial security system, making only cur- 
sory reference to the foreign precedents 
which have also helped to shape much 
of existing social security legislation in 
the U. S. Mr. Williamson made it clear 
that the opinions he was expressing were 
his own and did not necessarily represent 
the views of the Social Security Board. 


Must Reffect U. S. Background 


Social security, he said, must reflect 
the essential American backgrounds 
from which it has sprung and the essen- 
tial American pioneering spirit which 
has been the strength of the country 
from its inception. Mr. Williamson 
listed the following American factors 
in the background of social security: 
Savings ranging from banks savings to 
outright speculation; insurance; the 
family; the labor movement; the em- 
ployer, with his various insurance, re- 
tirement and other welfare plans; polit- 
ics and government; subsidy; relief; 
conservation and prevention; the basic 
self-sufficiency and dignity of the Amer- 
ican citizen. 

There is some evidence that in addi- 
tion to these factors, there is the further 
factor of inherent vigorous employment, 
well directed by men more skilled in 
management, financed by that’ inspired 
altruism called capitalism, which has 
much of the credit of the enviable mate- 


rial position of the American people, 
Mr. Williamsoon said. 

“Society security, dealing so largely 
with the catastrophes within our indi- 
vidual life histories, is, of course, sub- 
ordinate to the basic working genius 
of the nation,” he said. “It can appar- 
ently, particularly in the abnormal con- 
ditions of a depression or a war, repre- 
sent the thinking of a very limited group 
of people and in those abnormal times 
any failures to represent the entire peo- 
ple may go temporarily unchallenged. 
As the nation outgrows warlike condi- 
tions, as it outgrows those continuing 
controls of the early post war years, 
having social security represent any 
fractional part of the community is un- 
thinkable.” 

Mr. Williamson pointed out that the 
sense of individual equity which results 
in linking benefits to wage extensive 
record keeping operations have been 
built up as well as a rather complicated 
set of eligibility requirements. Further- 
more, while practically limiting the cov- 
erage to employes of industry and com- 
merce, the American freedom of move- 
ment leaves a large number of citizens 
working part of the time in those em- 
ployments covered by the act and part 
of the time in other employments. Thus 
extensive records are built up which do 
not represent the record of total per- 
sonal accomplishment even in terms of 
earnings, but only that limited part of 
the accomplishment which is within 
“covered employment.” 

It is noteworthy, he said, that in the 
much more comprehensive systems now 
being recommended in England and al- 
ready adopted in New Zealand the con- 
sideration of personal dignity is cited as 
the reason for uniformity of treatment 
regardless of contributions. 

“Sir William Beveridge believes that a 
level amount of old age income, even 
though a man belongs to the upper 
classes, is a sounder technique than to 
use the federal machinery in order to 
give the upper-class citizens more from 
joint federal funds than the lower-class 
citizens,” he continued. “So with us 
as we study the various portions of 
our established program, it may be that 
the shaping background which has in- 
itially had one result may latter have 
a very different result in the mechanism 
of the more broadly effective benefit pro- 
gram.” 





Win friends by distributing 1944 In- 
come Tax Reduction Records. Write Na- 
tional Underwriter for sample. 


Life Management 


Practices Topic 
at L.O.M.A. Parley 


Office management practice developed 
by private industry, notably life insur- 
ance, has effected great savings in army 
paper work, Lt. Col. E. W. Reilley, quar- 
termaster general’s department, told a 
work simplification seminar of the Life 
Office Management Association in New 
York City. Great stimulus has been 
given to management analysis and con- 
trol as a basic top management function, 


Gives Praise to Rowland 


Colonel Reilley stated none contrib- 
uted so much as Frank Rowland, mana- 
ger of the Life Office Management Asso- 
ciation, who spent his weekends with 
the department for the better part of a 
year, analyzing organization procedures 
and methods into simplified elements and 
helping to prepare clear-cut instructional 
manuals. He also assisted in augment- 
ing organization by experienced men 
who could teach and supervise others in 
doing this work. Three of these came 
from the life insurance business: Ed 
O’Toole, Union Mutual, Earl Helsel, 
Equitable Society, and Al ’Duplessis, Mu- 
tual Life of New York. Mr. O’Toole 
has just completed a 200-page illustrated 
handbook on control techniques. 


H. A. Finley a Speaker 


H. A. Finley, Metropolitan Life, de- 
fined principles and methods of work 
simplification and how to relate them to 
overall studies of functionalization and 
duty coordination; how work simplifica- 
tion provides some essential tools for 
survey work, how it can be a self-con- 
tained program and how some by-prod- 
ucts can produce substantial benefits. 

Work simplification techniques were 
described by three of Mr. Finley’s asso- 
ciates in Metropolitan Life, E. M. Derby, 
J. M. Rice and N. H. Golding. Appli- 
cation of principles of work simplification 
to specific problems in life office opera- 
tions was discussed in the afternoon ses- 
sion. Papers were presented by Her- 
man Knauss, Mutual Life of New York; 
E. H. Fleischer, Prudential; D. L. 
Brush, Connecticut General; T. F. 
Meagher, New England Mutual; Robert 
Driscoll, John Hancock, and Lt. Col. R. 
A. Mangini, executive officer at Fort 
Devens, formerly with John Hancock. 
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eaabun Lessons 
in R.C.A.F. Work 


Canadian Air Vice- 
Marshal Gives Tips to 
Agency Executives 


The lessons that the Royal Canadian 
Air Force has learned in selecting offi- 
cer candidates and pupils for air crew 
training have significance in the field of 
life insurance agency selection, J. A. 
Sully, air vice-marsh al of the R.C.A.F., 
declared in addressing the Chicago 
meeting of the Agency Officers-Re- 
search Bureau. Until four years ago 
Sully had been in the life insurance 
business 20 years and was Montreal 
manager of London Life. Hence his 
observations were well weighted. Since 
it costs about $25,000 to train a pilot 
and more than that to train a navigator, 
good selection machinery is essential in 
the air services, he declared. 

The R.C.A.F. has determined that it 
is absolutely necessary to use an im- 
partial measuring stick in the selection 
of personnel and he recommended that 
as a first principle in selection of agents 
as well. Prejudices and hunches of the 
individual appraiser must be eliminated. 
The R.C.A.F. went to the Sales Re- 
search Bureau and many other places to 
find the personnel selection devices that 
were being used. He said that through- 
out the business life of the country 
there were not any satisfactory and well 
proven devices available to ‘evaluate 
people occupationally. 


Measurements and Opinions 


The measuring stick, he said, must be 
applied rigorously, coldly, impersonally 
and objectively. It has been established 
that measurements are superior to opin- 
ions, but it has been difficult to break 
down the belief in personal interviews. 
There is a tenacious belief that some 
mystic contact between interviewer and 
interviewee contributes reliable informa- 
tion. 

he R.C.A.F. spent more than $100,- 
000 to determine whether there is any 
physiological or psychological reac- 
tion or any social, athletic or other 
background which would enable it to 
predict whether a man could be suc- 
cessfully taught to fly. The R.C.A.F. 
was not able to find even one trait on 
which it could depend. 

Some life insurance managers may 
believe that they can pick a man who 
will be successful by the way he walks 
into an office, shakes hands or talks 
or by the type of people with whom he 
associates. 

The R.C.A.F. reduces its selection 
procedure to objectively scored forms 
and uses statistical weightings in order 
to combine scores. This has been proven 
in many aptitude tests. 

There must be continued investigation 
and research as to the validity and for 
the improvement of the selection meth- 
ods used, and this practice of continued 
scientific research and investigation can 
be applied to advantage in life insur- 
ance agency relationships. 


Treating Agents Shabbily 


There must be strong motivation, in 
other word, there must be an attractive 
job, and insofar as life insurance sell- 
ing is concerned Mr. Sully said that 
thoug htful and disinterested men dur- 
ing the past four years have said to him 
that sithoush they look upon life insur- 
ance as a great and secure business, 
they cannot understand why the com- 
panies seem to treat their agents shab- 
bily. He expressed the belief that the 
public generally has an understanding 
and knowledge ‘of the personal problems 
of life insurance agents and their strug- 
gles. The impression prevails that the 
companies prosper on the failure of 
their agents. Hence public opinion 
lowers the status of the job in the 
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Recruiting and 
Training Stressed 


at Columbus 


By A. R. JAQUA 


COLUMBUS, O.—In hiring new 
agents it is essential that the general 
agent have successful men to whom he 
can point with pride, H. T. Burnett, 
vice-president and agency director Re- 
liance Life, declared at the annual par- 
ley of the Columbus Life Managers & 
General Agents Association. In secur- 
ing new men he suggested that the gen- 
eral agent hold luncheons at the best 
club in town, inviting each agent to 
bring a prospective agent. “We often 
send a card to our agents asking for the 
name of a prospective agent,” he said. 

“We find today that it takes a man- 
ager 25 interviews to hire a man. Of 
the last 210 men we have hired this year, 
28 of the top 35 in production were 
salesmen in their previous occupations. 

“Recently we asked our agents, after 
each interview, whether successful or 
not, to ask his prospect for the name of 
a potential man for us. From names 
thus secured we have hired 10 agents 
in the last three weeks. The fact that 
this country is prosperous and that most 
managers and general agents are not 
hiring men, makes this the best time to 
recruit. We know it can be done be- 
cause we are doing it,’ Mr. Burnett de- 
clared. 

In discussing “Today’s Price for Suc- 
cessful Agency Management,” A. R. 
Jaqua, associate editor of Diamond Life 
3ulletins, declared “A leader is a per- 
son who is going somewhere and can 
persuade others to go with him. Telling 
is not enough. To point out the right 
method is not enough, and to think that 
this telling is enough is the greatest 
bar to successful training. We must 
tell, demonstrate, observe and supervise 
until the right method becomes gq habit. 

‘Your men are on the road to suc- 
cess or failure,’ Mr. Jaqua pointed out. 
“Your job is to know the right road, 





minds of those that the companies de- 
sire to recruit. 

There is needed a more stable basis 
of remuneration so that the agents may 
enjoy more of the security which they 
so enthusiastically recommend and so 
that more of the men that are wanted 
will be attracted and scientific selection 
machinery can be applied to advantage. 

Much recruiting effort in the life in- 
surance field has been expended 
amongst those who were “economically 
disturbed.” Several life insurance ex- 
ecutives, he said, have spoken to him 
about the great opportunities for de- 
veloping agencies after the war because 
sO many men who are now in the serv- 
ices will be “economically disturbed” 
and can be “inveigled into taking a 
whirl at the life insurance business.” 


“If that practice is followed,’ he de- 
clared, “without the intelligent use of 
scientific selection machinery, then in 


my opinion it will set the development 
of the life insurance business back 
many years. However, if the scientific 
method of selection is instituted and ad- 
hered to and a new and more stable 
basis of remuneration reached it should 
not be necessary to look for represen- 
tatives amongst those that are economi- 


cally disturbed but that life insurance 
will enter into legitimate competition 
with other businesses for the man 


whom you select and wish to attract.” 

Sully also suggested that the life 
companies could do much in the way of 
analyzing markets. For instance, po- 
tential regional markets could be meas- 
ured and _ district production rated 
against it. A picture of a _ potential 
market could be based on such figures 
as employment, unemployment statis- 
tics, business trends, crop conditions, 
etc, 


to put them on it and keep them on it. 
“One school of thought believes that 
agents are sole proprietors or independ- 
ent contractors. Another school believes 
in hiring salesmen. Upon your philoso- 
phy in this matter depends your thinking 
on financing, training and super vision. 
To demonstrate that there is little 
agreement on what constitutes correct 
education or training for new agents, 
Mr. Jaqua asked those present to list 
what a first-year agent has to know and 
what he has to do. The variety of an- 
swers suggested that perhaps the army 
and industry are ahead of life insurance 
in their breakdown of the job, he said. 
Good Years Ahead 
“The years ahead,” Mr. Jaqua pre- 
dicted, “should be good years. Since 
1939 the national income has doubled 
whereas life insurance sales are up only 
about 12%. It’s time for the curve of 
paid- for feciaens to start upward. Home 
offices are paying more attention than 
ever before to selective recruiting and 
good training and supervision.’ 
Holgar J. Johnson, president Institute 
of Life Insurance, and Williams, 
director of training Mutual Life of New 
York, discussed public relations and the 
public’ s reactions concerning life insur- 


ance. _ 
R.. G. 


general agent Ohio 


Leuzinger, 
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Coteau Ranerene Men 
Meet in Chicago Jan. 7 


General agents and managers of Con- 
tinental Assurance will hold their annual 
midwinter sales conference in the Ste- 
vens Hotel, Chicago, Jan. 7. The day 
prior will be devoted to conferences of 
home office officials with managers and 
supervisors. An informal dinner and 
entertainment will be held the night of 
Jan. 7. The conference will be devoted 
to discussion of current problems and 
post-war planning. 


Farm Bureau May Enter Life Field 


DES MOINES—The Iowa Farm 
3ureau Federation is expected to de- 
termine at its annual meeting here this 
week whether to form a life company 
for the benefit of its members. The 
federation now has an automobile in- 
surance company, Iowa Farm Mutual. 

Some opposition to forming a life 
company has been reported among fed- 
eration members. 











State Life, and H. J. Proudy, manager 
Travelers and association president, pre- 
sided. 
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SLOW?... 








“IT IS SYMBOLIC TO ME, JIM. 
SPECK THE DAY | STARTED WITH THE COMPANY 
AND WE'VE BOTH BEEN GROWING EVER SINCE. 
IT'S BEEN A HEALTHY GROWTH, TOO, BECAUSE I'VE 
HAD THE RIGHT TOOLS TO WORK WITH... 
NOT GARDEN TOOLS ... 
SALES HELPS THE COMPANY GIVES ME WHICH 
REALLY GET BUSINESS... 
MAN, YOU'D BETTER WRITE RAY HODGES, 
SUPERINTENDENT OF AGENCIES, OF THE OHIO 
NATIONAL LIFE AT CINCINNATI, AND ASK HIM TO 
TELL YOU ABOUT OUR EASY-TO-USE, BUSINESS- 
GETTING SALES PLANS. HE'LL ALSO TELL YOU ABOUT 
THE BIG OPPORTUNITY IN YOUR OWN TERRITORY. 
THERE'S A PEN ON THE DESK. WRITE HIM NOW!" 


————e 


























IT WAS JUST A TINY 


NO JIM, 
I'M TALKING ABOUT THE 


YOU SAY SALES ARE 
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PACIFIC MUTUAL LIFE INSURANCE COMPANY 


HOME OFFICE. LOS ANGELES, CALIFORNIA 


WAR SONOS FOR THE QUICK VICTORY & LIFE INSURANCE FOR THE LONG PULL 

















Prosperity, Security Today and Tomorrow 


According to the TNEC Report of the SEC, Indianapolis 
Life Insurance Company full-time men earned the larg- 
est average income of any company studied. 


Their present earnings are higher than they were when 
that study was made. 


They have prosperity and security today and tomorrow. 


l'riendly, practical Home Office cooperation, working 
arrangements that are conducive to best efforts and ade- 
quate compensation—a life-time service fee on premium 
paying business beyond the renewal period, a pension 
after 65—these are a few of the important reasons why 
Indianapolis Life men have prosperity and security today 
and for tomorrow. 





Inpianapouis Lire Insurance Company 


INDIANAPOLIS, INDIANA 
EDWARD B. RAUB Pe a a 
, nd Vice-President 
President Supt. of Agencies 
A Quality, Legal Reserve Mutual Company 
With over $131,000,000 of Insurance in Force 


Agency opportunities in Indiana, Illinois, Ohio, Michigan, Minnesota, Iowa 


and Texas. 











D. L. B. Estate 
Planning Section 
Is Established 


Estate planning has a hifalutin’ sound, 
but it is being forced on life insurance 
agents who want 
to stay in the 
higher production 
brackets, or to at- 


ee | 


tain the higher 
brackets. Estate 
and_ inheritance 


taxes are the big 
factor that make 
estate planning es- 
sential to rich men 
whose estates 
would not have re- 
quired much _ plan- 
ning a few years 
ago, 

There is a real 
difference in principle or in approach be- 
tween the ordinary sale of life insurance 
and the planning of estates. The great 
use of life insurance today is still the 
creation of estates out of life insurance. 
But the use of and need for life insur- 
ance by rich men grows with every 
change in the tax laws. Almost without 
exception, any change means an_ in- 
creased burden on a rich man’s estate. It 
is not sO many years ago that a rich 
man, approached on the subject of life 
insurance, would smile comfortably, and 
assure the agent that he had no need for 
it. This was quite a stopper, because fre- 
quently it was true. Today, the richer a 
man is the more likely is his estate to be 
bankrupt on the day of his death unless 
he has given some thought, under capa- 
ble advice, to protecting the estate 
against such a contingency. 


What It Means 





Loren D. Stark 


Estate planning means, roughly speak- 
ing, planning for minimum loss to one’s 
heirs from the need of finding money to 
take care of floating debts and estate 
taxes. Many a man can make money, 
but he needs expert advice to protect it. 
The extent to which that need is being 
recognized is one of the more important 
features of life insurance today. 

The Diamond Life Bulletins, the great 
reference work on life insurance selling 
problems, has inaugurated a new section 
dealing with the requisites of estate plan- 
ning. Every life insurance agency needs 
this great work, but particularly at this 
time every office should furnish its 
agents with a well-organized, concise 
analysis of what a life agent can do to 
help plan an estate. Not every agent 
gets a chance at estate planning. Even 
those who specialize on it may have only 
a few cases a year. Nevertheless, almost 
any agent may win the entree to a case 
where estate planning is needed. He 
will find all that he requires in the new 
section of the Diamond Life Bulletins. 
This is just one of the multitudinous 
subjects available for reference in this 
great work. 


Stark Is Production Leader 


The new section is being written by 
Loren D. Stark, member of the Million- 
Dollar Round Table and often the lead- 
ing volume producer of Connecticut Mu- 
tual. He is a member of the Dale Shep- 
herd agency in Houston. In his intro- 
duction to this estate planning section 
Mr. Stark says: “Estate planning should 
enable a client to rearrange his assets, 
provide the necessary liquids, make gifts 
wisely, create various trusts, and draw 
his will in such a manner that his heirs 
will receive the maximum benefit from 
his estate. Frequently, he will save 
thousands of dollars in taxes, both dur- 
ing his lifetime and at his death.” 

Mr. Stark warns that intelligent estate 
planning involves plenty of work by an 
intelligent agent, but he points to the 
larger returns from such cases. He cites 
one agent who in one year wrote 53 
cases, eight of which were based on es- 
tate planning and 45 on programming. 
The eight cases averaged $85,000 each, 


National A. & H. 


Program Announced 


Speakers Listed for Asso- 
ciation’s Winter Meeting 
in Des Moines Jan. 11-12 


DES MOINES—The completed pro- 
gram for the winter meeting of the Na- 
tional Association of Accident & Health 
Underwriters here Jan. 11-12 has been 
announced by Martin L. Seltzer, General 
Accident, president of the Des Moines 
association. 

The executive board of the National 
association will meet at 10 a. m., Jan. 11, 
and the Leading Producers Round Table 
will hold a closed meeting at 10:30 a. m. 
with Gilbert H. Knight, Federal Life & 
Casualty, Cleveland, its chairman, in 
charge. 

At 11. a.m. the Round Table will stage 
a debate on agency problems, open to all 
members. 

Homer J. Bisch, National Casualty, 
Toledo, president of the National associ- 
ation, will preside at the luncheon ses- 
sion Tuesday at which President Henry 
G. Harmon of Drake University, Des 
Moines, will give the principal address. 


Forum Tuesday Afternoon 


An agents’ open forum will occupy 
the Tuesday afternoon session, with 
Arthur M. Holtzman, Mutual Benefit 
Health & Accident, Rochester, N. Y., 
as chairman and 10-minute talks on 
these subjects: (1) Prospecting; (2) ap- 
proach, C, F. Lundquist, Fred S. James 
& Co., Chicago; (3) presentation, F. 
Glenn Packwood, Massachusetts Bond- 
ing, Kansas City; (4) meeting objec- 
tions, Robert J. Costigan, Business 
Men’s Assurance, Kansas City; (5) moti- 
vation, O. H. Goodrich, Interstate Busi- 
ness Men’s Accident, Indianapolis; (6) 
closing, Robert J. Barrett, General 
American Life, St. Louis. 


Fischer, Cowler at Banquet 


A meeting of the national council will 
be held at 4:30 p. m., following the open 
forum, a smoker for delegates at 5 p. m. 
and the banquet at 6:30 p. m. Mr. 
Seltzer will be toastmaster. Greetings 
from the Iowa department will be given 
by Commissioner Fischer and Gardner 
Cowles, Jr., publisher of “Look” maga- 
zine and prominent newspaper and radio 
executive, will give the principal ad- 
dress. 

The Wednesday session will start with 
an 8 a. m. breakfast for regional direc- 
tors, officers and committee chairmen of 
the National association. Clarence A. 
Sholl, Globe Casualty, Columbus, O., 
vice-president, will preside. 

Mr. Sholl also will preside at the 
morning session, with Governor B. 
Hickenlooper of Iowa giving the key- 
note address. George H. Means, man- 
ager OFallon Park district Metropolitan 
Life and president of the St. Louis As- 
socitation of Life Underwriters, will fol- 
low with a talk on “Our Victory Garden 
of Prospects.” FE. H. O’Connor, Insur- 
ance Economics Society, Chicago, will 
give the luncheon address Wednesday. 





The 45 on programming averaged slight- 
ly more than $10,000 each. . 

The Diamond Life Bulletins is a publi- 
cation of the National Underwriter Com- 
pany in loose-leaf form so that it can be 
kept up-to-date. New material is sent 
out each month. Inquiries should be ad- 
dressed to the Diamond Life Bulletins, 
420 East Fourth street, Cincinnati 2, 0. 


Colonial Life Club Officers 


Officers of the President’s Club of the 
Colonial Life are: President, Joseph 
E. Vandenbord, Beaver Falls, Pa. 
vice-president, John Ganeo, East_Lib- 
erty, Pa.; secretary, R. L. Baer, Potts- 
town, Pa. 

The company is arranging to estab- 
lish more and larger offices throughout 
its territory and also plans to use WO 
men agents. 
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exvorble Rulings 


on A. & H. by War 
Labor Board Office 


CINCINNATI—The W. E. Lord 
Agency has received two favorable rul- 
ings from the War Labor Board regional 
office on applications for clients to pay 
accident and health premiums without 
such premiums being considered an in- 
crease in salary under present regula- 
tions, according to the Accident and 
Health Bulletins, published by the Na- 
tional Underwriter Company. 

Both cases were acted upon quickly. 
In one the regional board released its 
opinion in 14 days, in the other 20 days. 

The applications specifically pointed 
out to the WLB that the insurance was 
on individually written policies which 
would cover all employes, except some 
comparatively few who would be re- 
jected for physical and other reasons. 

In one case the company paid the en- 
tire premium. In the other case the 
company paid half the premiums for 
most of the employes but for specified 
six top executives the company paid the 
entire annual premium. 

The application was so worded to 
bring out the fact that the policies con- 
tained no cash value provisions. Princi- 
pal sum and dismemberment indemnity, 
monthly or weekly indemnity, expense 
reimbursement and hospitalization pro- 
visions were included. When making 
the ruling the WLB noted that premi- 
ums in no case exceeded 14%% of the 
employe’s salary. They then gave per- 
mission for the company to pay. its em- 
ployes premiums for such individually 
written accident and health policies say- 
ing that such payment of premiums 
would not be considered an increase of 
salary which is prohibited under present 
war regulations. 

Win friends by distributing 1944 In- 
come Tax Reduction Records. Write Na- 
tional Underwriter for sample. 


Vandenberg Seeks 


to Freeze SS Tax 


at Present Rate 


WASHINGTON-—Senator Vanden- 
berg of Michigan has renewed his ef- 
fort to freeze the social security old age 
pension payroll tax at the present 1% 
rate for 1944. He will offer an amend- 
ment to the revenue bill. Indications 
were that he may receive sufficient sup- 
port in the Senate finance committee to 
insure success of this move. Mean- 
while the committee postponed hearing 
organized labor representatives on the 
social security tax question. 

Vandenberg had withheld decision on 
the question pending study by finance 
committee experts and a report from 


the Treasury Department. Simul- 
taneously with announcement of his 
position, Representative LeCompte, 


Iowa republican, introduced a bill te 
freeze the payroll tax, and announced: 
“There is no sense in increasing the 
assessments, since the program has 
taken in nine times as much as has been 
paid out on old age insurance benefits.” 
Vandenberg said he was “unable to 
find any reason, related to the mainte- 
nance of adequate reserves for existing 
old-age benefits for doubling these pay- 
roll taxes on workers and employers 
next January.” 
Keep Social Security Funds Intact 
“There may be reasons unrelated to 
old-age benefits,” he admitted, “which 
recommend the 100% payroll tax in- 
crease—such as a flank movement 
against inflationary trends. No matter 
how important other purposes may be, 
I shall always be unwilling to use so- 
cial security taxes for anything but so- 
cial security benefits. We are not en- 
titled to use such taxes to finance any 
part of the war.” 
It develops that $1,130,000,000 in fed- 
eral payroll taxes were collected in the 


hio National Life Insurance 
Company of Cincinnati has 
opening for general agent 
or manager in Los Angeles, 
Calif. We are in a position to 
offer guaranteed income and 
adequate proposition for 
building general agency to 
the right man who has had 
successful agency experience 
in recruiting and training. 


Address Ray Hodges, 
superintendent of agencies, 
Ohio National Life Insurance 
Company, Cincinnati, O. 





fiscal year ending June 30, while $149,- 
000,000 was paid out in benefits and 
$27,000,000 for administrative expenses. 
The remainder went into reserves, 
bringing them to a total of $,430,000,000 
last June. 

The policy was adopted by Congress 
in 1939, according to Vandenberg, of 
maintaining a social security reserve 
three times greater than the heaviest 
annual costs in five years. The senator 
said the present reserve is about 11, in- 
stead of 3, times the low annual cost es- 
timate and more than 5 times the high- 
est estimate for the five year period. 


Minneapolis Cashiers Elect 

Miss Florence H. Axelson of State 
Mutual Life was elected president of 
the Life Agency Cashiers Association 
of Minneapolis. Mildred Thiel of Na- 
tional Life vice-president, Hazel Duffy, 
Connecticut General, secretary and 
Clayton Marrs, Great-West Life, treas- 
urer. 


Lynn S. Broaddus, Chicago manager 
Guardian Life, this week has been visit- 
ing with his son Warner R., a quarter- 
master in the merchant marine, who 
just returned from service in Africa. 
Another son, John Lynn, a pharmacist’s 
mate in the coast guard medical division, 
is somewhere at sea. 





Pilkington Supervisor o 
Continental Assurance 


Kobert G. Pilkington, well known for- 
mer Chicago manager and general agent, 
has been appointed 
by Continental As- 
surance as agency 
supervisor  travel- 
ing out of the home 
office in Indiana 
territory. He takes 
over some of the 
territory previously 
handled by H. C. 
Hawkins, home of- 
fice supervisor who 
hereafter will con- 





centrate on down- 

state Illinois. Mr. 

SILsnea -eceive 

R. G. Pilkington | ilkington received 
his training with 
Equitable Society in Chicago, being a 





successful agent then doing recruiting 
and training work in the Reno agency. 
After eight vears he became Chicago 
manager of Bankers Life of Nebraska, 


and after several years became that com 
pany’s general agent there. He resigned 
about two years ago and became super- 
visor of the Vermillion agency of Mu- 
tual Lite of New York in Chicago. Mr. 
Pilkington is a C. L. U. 


MIRRORS ... MAYBE! 


‘Ie’s all done with mirrors” — or so they 


sometimes say... but 


not always are mirrors 


as useful. gp It may be a matter of fitting a need. 
Our tailor-made mortgage plan does just 
that. gj Combination of Whole Life and de- 
creasing Term... the premium decreases as 
the mortgage reduces . . . permanent insurance 


left when mortgage 


is paid off. m Annual 


premium averages only about 1% of the 
mortgage. ™ But that’s just part of the story. 
A letter to Rolland E. Irish, president, will bring 


you complete details. 


UNION MUTUAL 


LIFE INSURANCE COMPANY 


Portland MAINE 





Home Office 
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EDITORIAL 


COMMENT 





Qualifying the Agent 


One of the most stunning sayings in 
life insurance is ascribed to Mc- 
Giveran of the Compensation Research 
Bureau. 

The prospect qualifies YOU in the 

first interview 
should hang over the desk of 


Sen 


That 
every life insurance agent. It is perhaps 
the most condensed lesson in life insur- 
ance selling ever evolved. It presents 
an angle of salesmanship that was prob- 
able never before expressed so clearly. 

It is a pity that there is no way of 
giving every agent a picture of him- 
self, edging diffidently into an office or 
stalking in with his chest out ready to 
sweep the prospect off his feet. No mat- 
ter how he goes in, the prospect notices 
it. His very footfall outside the door, 
his shadow on the starts the 
prospect to qualifying him. Mainly the 
prospect is thinking whether he wants 
to do busine$s with the agent or not. 

The prospect wants to do business 
with a man in whom he has confidence. 
It is not enough that he has confidence 
in the agent’s integrity. He must have 
confidence in him as an adviser. If the 
agent goes in, hoping to make a sale 
one way or another, and nothing else, 
the prospect may lose confidence in 
both his integrity and his ability. But 
if the agent goes in, believing in what 
he is going to offer, and knowing how 
it will fit the prospect’s needs, the bid 


glass, 


to 
the 


chance 
to 


confidence has a 
win. The prospect 
agent’s honest confidence in himself. 
How will the agent build this confi- 
dence in himself? By actually knowing 
the life insurance business, by knowing 
how life insurance works, by knowing 
what it will do for the man he is calling 


for good 


responds 


on. 

This means insurance education. The 
man who knows how to find a rate, 
who knows a few talking points about 
each policy is not very far advanced. 
People buy life insurance because of 
what it will do for them and _ their 
families. An agent may rattle off a lot 
of benefits that he has figured up for 
himself, or been supplied with by his 
general agent, but they are not sincere 
until he has applied them to his pros- 
pect. Until he has applied them to his 
confidence is 
true 


prospect his pretended 
only a bluff. His lack 
dence will be audible in his footfall, and 
visible in his shadow on the door, and 
will make his opening salutation sound 


of confi- 


hollow. 

Self-confidence is not confidence that 
he can sell the prospect, it is confidence 
that what he is going to offer is the 
right thing for the prospect. Unless he 
has mastered in his own heart the value 
of life insurance he will not have what 
it takes for a prospect to qualify him 
favorably in the first interview. 


Meeting Challenge of Public Opinion 


Socialization of the problem of old age 
through the social security act, the drive 
of the government to transfer insurance 
from state to federal control in the fire 
insurance case, and other developments 
should by now have convinced the in- 
surance business beyond all doubt that 
it is in the arena of public opinion and 
must rise or fall by the showing it makes 
there. 

Along with business in general insur- 
ance has failed in the past to get its 
whole story to the public because it 
lacked a courageous and skillful policy 
of public relations. The insurance man 
has been fearful of coming out in the 
open, of stating his case. He has fol- 
lowed a policy of letting “sleeping dogs 
lie” in his relations with the public. His 
instinct has been to keep his story to 
himself. 

His business has been growing in 
complication, yet his ingenuity and vigor 
in describing his position and what he 
does has not kept pace. While politi- 
cians and government officials have been 


hammering at the weak joint in business’ 
armor, and doing it out in the open 
where the public, on whom they live, 
could watch, business too often has 
shrunk back in its shell and rather than 
run the risk of being misinterpreted and 
for fear the unscrupulous would turn its 
own artillery against it, has tended to do 
nothing. The people business has hired 
to tell its story—when it has done so— 
too often, because of limitations placed 
on them by the business itself, have had 
to confine their talents to doing pub- 
licity, which is not public relations. 
These people, many of them quite capa- 
ble, have been forced to limit themselves 
to being institutional yes-men. 

This policy is reflected in business’ re- 
lations with the press where business 
has too often been and is handicapped 
by a lack of that candor and forthright- 
ness which politicians use so ably to win 
public approval. The generally 
wants the news, and wants it promptly. 
Few business men know what news is or 
how to put it in non-technical language 


press 


that will yet reflect accurately the pe- 
culiarities of the business. Another 
fault has been the unwillingness to take 
the press into their confidence, or doing 
it grudgingly, so that the public has 
made up its mind on the basis of what 
facts and interpretation were available. 
This has tended to make the press antag- 
onistic and cause it to take what facts 
it could get (often those of politicians) 
and publish them. Even business’ own 
press, of real value, only if it is vigor- 
ous, honest and intelligent, often has had 
to limp along, hobbled by an imperious 
and unenlightened attitude. 


The broad social aspects of insurance 
lies under the feeling that the business 
should be accorded a special considera- 
tion, and yet they have been the very 
factors attracting the jealous and critj- 
cal eye of government and reformers. 
The public will be the final arbiter in any 
contest between insurance and govern- 
ment. 
in the Supreme Court, may even lose the 
important congressional fight now on: 


The business may lose a round 


yet if it is understood by the public jt 
can win the consideration it must have 
from that the public tribunal and the 
other arenas can be fought in again. 


PERSONAL SIDE OF THE BUSINESS 





Leon N. Lefebvre, veteran Oregon 
salesman of Equitable of Iowa, has 
finally gratified his life-long ambition 
of writing $1,000,000 in a year. He paid 
for $1,049,086 the first ten months of 
1943, with an average size policy of 
$10,098. This is a remarkable record, 
General Agent T. J. Binder states, 
which he believes has never been at- 
tained by another agent in Oregon in 
so short a time. 

Coincident with this record, com- 
pleted Oct. 31, Mr. Lefebvre completed 
10 years with the company the same 
day. He has led the Oregon agency 
for four consecutive years. He is a 
member of the Century Club of 1943 
which requires paying for 100 or more 
new policies during a calendar year, 
and business already written during the 
current year has qualified him for this 
same honor in 1944. 

Frank N. Julian, Alabama _ superin- 
tendent of insurance, is considerably 
improved at his home in Montgomery 
following a heart attack of about 30 
days ago. At one time his condition 
was considered critical and after no- 
tice of his illness was carried in the 
press inquiries as to his condition came 
from friends all over the country. He 
is a former president of the National 
Association of Insurance Commission- 
ers and has attended about every meet- 
ing of the association for 20 years or 
more. 

After an absence of more than a year 
from his duties as general agent of Al- 
liance Life at Saginaw, Mich., due to 
illness, E. W. Nuechterlein has recov- 
ered sufficiently to resume most of his 
duties. He has been in the life insur- 
ance business for about 22 years, hav- 
ing represented Alliance in Saginaw and 
vicinity for about nine years. Since 
his return, his production indicates he 
will be a contender for the company’s 
bonus awards in its fall campaign. 


_J. H. Copeland, general agent of 
Northwestern Mutual Life, has been 


nominated for president of the Daven- 
port (Ia.) Community Chest. He has 
been the vice-president. He is presi- 
dent of the Davenport Kiwanis Club 
and is a past commander of the Daven- 
port American Legion Post. 

Walter H. Rolapp, vice-president of 
Pacific Mutual Life, has been appointed 
a member of the district price adjust- 
ment board of the western procurement 
division of the army air force in Los 





WALTER H. ROLAPP 


Angeles, in connection with renegotia- 
tion of war contracts. 

Thurman Sensing who is with E. T. 
Proctor’s Northwestern Mutual agency, 
has been elected secretary of the Nash- 
ville Kiwanis Club. He is also director 
of research for the Southern States In- 
dustrial Council. 


W. C. Schuppel, president of Oregon 
Mutual Life and immediate past presi- 
dent of the American Life Convention, 
has been hospitalized in Portland for 
the past several weeks. 

Sara Frances Jones of Chicago was 
honored by Equitable Society at a tea 
given in the home office building for 
women members of the home office staff 
and New York City agencies. She is 
the second of four women who _ have 
qualified for the Million Dollar Round 
Table of the National Association of 
Life Underwriters and is national pres- 
ident of the Women’s Overseas Service 
League, composed of women who served 
in the last war. Miss Jones spent 14 
months overseas in Y. M. C. A. work in 
England and France. Recently she at- 
attended the league’s reunion dinner in 
Washington and on Armistice Day was 
guest of honor at a luncheon in New 
York City at which Maj. Gen. Hugh A. 
Drum spoke. Miss Jones once enter- 
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tained Ensign A. G. Borden, son of 
Vice-president A. G. Borden of Equita- 
ble Society, and since then frequently 
she has been hostess to midshipmen in 
her home in Chicago. 

James C. McParland, general agent of 
Ohio State Life in Cincinnati, has quali- 
fied for aa as in its President’s 
Club for the ninth consecutive time. In 
three years he led all representatives. 
He ranked second in volume of written 
business in October and is fourth for 
the first 10 months of the year. 


DEATHS 


William H. Scott, 59, formerly for 
32 years district agent of John Han- 
cock Mutual Life at North Brookfield, 
Mass., was found dead there. Death 
apparently was due to a cerebral hemor- 
rhage. He retired last October after 
32 years with the company. 

Jesse G. Bennett, 73, cashier of Equit- 
able Society in Portland, Ore., 41 years, 
died at his home from a heart attack. 

Bert C. Lorraine, general agent for 
Franklin Life at Minot, N. D., died. He 
had been associated with Franklin since 
1940. 

John A. McNeill, 76, who was with 
Sun Life of Canada in Philadelphia for 
36 years until his retirement 10 years 
ago, died there. 


COMPANIES 
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AGENCY CHANGES 








Reliance Life Elects 
A. M. Knabe Treasurer 


Andrew M. Knabe, who has been 
with Reliance Life for 23 years, suc- 
ceeds the late William J. Snodgrass as 
treasurer. Mr. Knabe joined Reliance 
Life in 1920, for three years working in 
the application department and then as 
traveling auditor. In 1938, he was ap- 
pointed assistant treasurer and _ since 
then has devoted all his time to respon- 
bilities in the treasury department. 

Davitt S. Bell of the Edgewater Steel 
Co., Pittsburgh, was elected a director. 


National L.&A. Increase Approved 
Stockholders of National Life & Ac- 
cident approved action of the directors 
in increasing capital to $10,000,000 by a 
transfer of $5,000,000 from surplus. The 
approval, however, carried with it the 
proviso that there should be no increase 
at present in the cash dividends paid to 
stockholders, 


United to Double Capital 

Doubling the capital stock of United 
of Chicago will be voted on by stock- 
holders at a special meeting Nov. 30. 
Present capital of $225,000 composed of 
9,000 shares of $25 par will, it is pro- 
posed, be increased to $450,000 of 18,- 
000 shares of $25 par value. 


Commissioners Approve Merger 


The merger of Postal Life & Casualty 
of Kansas City and Pathfinder Life of 
Grand Island, Neb., was approved by 
Commissioners Fraizer of Nebraska; 
Hobbs of Kansas and Scheufler of Mis- 
souri at a meeting in Kansas City last 
week. The Nebraska court already had 
approved the merger. 


Plumer Named Supervisor 


Charles A. Plumer has been appointed 
sul pervisor of the home office group 
service department of United States 
Life. .* takes charge of group insur- 
ance inquiries, preparation of group 
proposals, and will supervise the group 
accounting division. Mr. Plumer was 
born in Union, Me., is a graduate of 


Bucksport Academy and attended Bos- 
el University where he majored in 
uSiness administration. He served 


with American Trust Company and at 
pee Suffolk law school night classes. 
le joined U. S. Life in 1927 in the un 





A testimonial plaque was presented to 
H. R. Kendall, chairman of Washington 
National, on his 50th anniversary in in- 
surance. President G. R. Kendall, his 
brother, made the presentation and is 
shown in the Picture above on _the left. 


derwriting department, in 1930 was as- 
signed to the actuarial department and 
later headed the policyholders service 
and claims division. 


* * 
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The plaque contains the names of 2,000 
home office people and agents and pic- 
tures of the 23 leaders who produced 
business during the 50 day special cam- 
paign that preceded the anniversary 
celebration. 


A four-page mailing piece tells acci- 
dent insurance prospects why home is a 
hazardous place. Get samples from The 
A. & H. 3ulletins, 420 E. 4th St., 
Cincinnati 2, Ohio. 


* * * 


YOU ARE 72EE TO KNOW 


Chartered in 1905, The Midland 
Mutual Life has paid or credited 
to volicyowners, beneficiaries 


and annuitants more than 88 


million dollars. In each of the 
past 38 years admitted assets and 
policyholders’ surplus have in- 


creased. Life insurance in force 


has increased each year except 


in 1932-1933. 


We solicit your inquiry 


















Aiken Is Assistant 
in Woods Agency 


Edward M. Aiken has been appointed 
assistant agency manager of the Woods 
Agency ot Equitable Society in Pitts 
burgh to direct training activities. He is 
we.l known in life insurance through 





his C.L.U. and life ut ahirerik rs asso- 
ciation activities. He is president of the 
Pittsburgh association and director Am 


erican Society of C.L.U. 

He was graduated from Pennsylvania 
State College in 1921, 
class president, is past president Penn 
State Alumni \ssociat ion of Pittsburgh 
and a member of the alumni council of 
the college. He entered life insurance 
as executive secretary of the Pittsburgh 
Life Underwriters Association in 1934, 
resigning in 1939 to become a _ super- 
visor with Provident Mutual. He is an 
instructor in the C.L.U. preparatory 
course in University of Pittsburgh and 
past president Pittsburgh C.L.U. chap- 
ter. 


where he was 


Reserve Loan Life Names 
Two General Agents 


Lloyd L. Bruce has been named gen- 
eral agent in western Texas by “Re- 
serve Loan Life with headquarters in 
Ranger. He has charge of surround- 
ing counties. For 13 years he has been 
with Great Southern in Ranger 

Marvin B. McBride becomes general 
agent at Nacogdoches where for 17 
years he has represented Great South- 
ern, 


Steadman ond Payne Are 
Named by Cal.-Western 


I. T. Steadman of Canada Life in 


Portland, Ore., has resigned and has 


been appointed manager of the Oregon 
agency of the California-Western States 
Life. He has had a wide experience in 


* * 
LIVE FOR 
TODAY 
INSURE FOR 
TOMORROW 


The Midland Mutual Life Insurance Co. 
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wonton and managerial work, having 
been with Guardian Life more than 27 
years. His early years were spent in 
the Orient where his parents were mis- 
sionaries. He is a graduate of Denison 
University. 

Rollie Payne of Wichita Falls has 
been named unit manager of the Dallas 
agency with headquarters at Wichita 
Falls. He has been in life insurance for 
10 years in Texas as agent and manager. 
He attended North Texas State Teach- 
ers College. 


Former C.L.U. President 


Mr. Steadman for the last eight years 
has been located in Portland and has 
been manager of Guardian. He is a 
past — of the Portland Chapter 
of C.I 


J. L. — 
Manager for Mutual Life 


John L. Scripps, training assistant in 
the home office of Mutual Life of New 
York since 1942, 
has been appointed 
manager in Spo- 
kane, Wash. He 
succeeds Percy L. 
Cochran, Spokane 
manager since 1931, 
who is retiring due 
to ill health. 

A graduate of 
the University of 
Illinois in 1929, Mr. 
Scripps joined Mu- 
tual Life as agent 
at Davenport, Ia., 
in 1932. He was IL 
appointed district ‘ 
manager at Peoria in 1934, and agency or- 
ganizer of the Davenport agency in 1936, 
a post he held until he transferred to the 
home office in 1942. Mr. Scripps many 
times qualified for Mutual Life’s Na- 
tional Field Club. As training assistant, 
Mr. Scripps has traveled extensively in 
the middle and far west in connection 
with the company’s educational and re- 
training program for agents. 





. Seripps 





John Hancock Announces 
District Agency Changes 


Several district agency changes have 
been announced by John Hancock Mu- 
tual Life. 

A new district, known as Baltimore 
West, will be established in Baltimore, 
with W. P. Dougherty as manager. 
Mr. Dougherty is now manager of the 
Reading, Pa., district and will be suc- 
ceeded by M. Paul Eckhardt, trans- 
ferred from Pittsburgh 2. L. B. Ro- 
bey, now field supervisor in the south- 
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eastern region, has been appointed 
manager at Pittsburgh 2. 

R. J. Wright, now manager at Mc- 
Keesport, Pa., will go to Baltimore 
North as manager. L. J. Ceres, assist- 
ant manager at Chester, Pa., has been 
promoted to manager at McKeesport. 
The Baltimore 2 district under Man- 
ager J. J. Duffy will be known as 
Baltimore East. 


Randolph Named in North 
Fla. for Lincoln National 


James H. Randolph, Jr., has been ap- 
pointed general agent in northern Flor- 
ida for Lincoln National Life. He will 
have headquarters in Jacksonville, with 
main offices at 1209 Graham building. 
He replaces R. M. Dearing, who re- 
cently entered military service. 

Mr. Randolph entered life insurance 
in 1936 as agent at Jacksonville for 
Prudential. He was later promoted to 
assistant manager at Valdosta, Ga., then 
assistant manager at Tallahassee, Fla., 
and recently assistant manager at Jack- 
sonville. He is vice-president of the 
Jacksonville Life Underwriters Associ- 
ation. 





Pieper Acting Manager of 
Conn. General in R. I. 


Clifford E. Pieper has been appointed 
acting manager at Providence for Con- 
necticut General in the absence of Wal- 
ker Mason who is with the War Pro- 
duction Board on a temporary leave of 
absence. Mr. Pieper was educated at 
Amherst College and Columbia Univer- 
sity. 

His early business experience was in 
the general insurance business where he 
was engaged both in personal produc- 
tion and management work. Previous 
to coming into the life insurance busi- 
ness he was vice-president of Rhode 
Island Insurance Company. In 1940 he 
became associated with Stuart F. Smith, 
manager of Connecticut General at 
Philadelphia, as a personal producer. 





Colonial Life Promotions 


Colonial Life has promoted Samuel 
Herman to manager in Asbury Park 
and George Covert to manager in Eliza- 
beth, N. J. 





Baltimore Life has promoted Earl A. 
Sneddon to staff superintendent in 
Trenton, Ne. 











Charles E. McCready, 76, from 1906 
to 1914 Wichita manager of Prudential, 
died last week at his home in Wichita. 
He had been retired for several years. 





fications. 





WANTED=MANAGER 


For Kansas City, Missouri Office of strong, 
progressive Life Insurance Company. This 
office has been at same location for the 
past 32 years. Must be good personal 
producer. Commission and office allow- 
ance, with attractive territory in Missouri 
and Kansas, adjacent to Kansas City. 
Splendid opportunity. 
Address Box 1-54, The Na- 


tional Underwriter, 175 W. Jackson Blvd., 
Chicago, Ill. 


In reply state quali- 
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Must Want Success 
Badly, Maynard 


Says at Syracuse 


SYRACUSE, N. Y.—The biggest 
problem in life insurance is that every 
agent wants to be successful, but doesn’t 
want to badly enough, A. R. Maynard, 
supervisor field management division 
Metropolitan Life, told the Syracuse As- 
sociation of Life Underwriters. Agents 
don’t take the time to think about their 
objectives, he said. Leaders in the busi- 
ness know definitely where they are 
going. 

Tells Unusual Story 


As an example of a man who knows 
where he is going, Mr. Maynard told 
about a postcard which recently was re- 
ceived by L. A. Lincoln, president of 
Metropolitan, from a former agent of 
Metropolitan who had done a splendid 
job on his debit in Pennsylvania. The 
agent, a reserve officer, was immediately 
called to service when the United States 
entered the war. He became a lieuten- 
ant-colonel and was captured by the Ger- 
mans at the battle of Kasserine pass in 
North Africa. The agent wrote Mr. Lin- 
coln from a German prison camp saying 
that he would like to prepare for a C. 
L. U. examination by studying the sec- 
tion on taxes. Mr. Maynard said the 
man was being sent five pounds of books 
every month. Through an acquaintance 
of Dr. David McCahan, dean of the 
American College, the acquaintance, who 
is on the faculty of a university at 
Geneva, Switzerland, only a short dis- 
tance across the border from the prison 
camp where the agent is being held, will 
go to the prison camp next year and to 
act as monitor while the agent takes his 

. L. U. examination. The audience 
greeted Mr. Maynard’s story with a roar 
of applause. 


Should Break Down Objectives 


After the agent decides upon his ob- 
jective, he should match the results he 
is getting now against the objectives he 
has set up. When this is done, he should 
plan to put improvements into effect at 
once. If he is placing 50 cases a year 
and he wants to place 100, he should 
break the job down. It may be a sim- 
ple matter of adding a new type of pros- 
pecting method—of learning to smile 12 
hours a day—of working one night a 
week. The important thing, Mr. Mayn- 
ard declared, is to set up an objective 
and get started. 

Though agents advise their clients to 
make wills, 60% have not made their 
own he said; though agents are pro- 
gramming their prospects’ life insurance, 
40% have not programmed their own 
life insurance; though agents stress the 
importance of keeping beneficiary ar- 
rangements up to date, 20% have not 
changed their beneficiaries, and only a 
small percentage review their own poli- 
cies regularly. 

C. H. Rogers, Guardian Life, president 
of the Syracuse association, reported 
that membership is 183, the largest num- 
ber in the history of the association and 
seven or eight greater than the previ- 
ous top. In addition, there are 10 more 
applications awaiting approval. F. L. 
Hudson, Connecticut General Life, chair- 
man of the membership committee, took 
a bow. W. H. Andrews, Jr., Jefferson 
Standard Life, Greensboro, N. C., vice- 
president of the National association, 
will speak at the Dec. 9 meeting. Mr. 
Rogers introduced officers of the New 
York state association and other guests 
attending the fall meeting of the state 
association. 





Stever to Address Ariz. Group 

Ron Stever, chairman of the Million 
Dollar Round Table, and general agent 
in Los Angeles for Equitable Society, 


will speak at the meeting of the Arizona 
Association of Life Underwriters Noy. 
27 in Phoenix. Lon Payne, Lincoln Na- 
tional Life, Phoenix, is president of the 
association. 





Spahn Discusses Some 
War Problems at St. Louis 


One of the ways in which Metropoli- 
tan Life has been helped in meeting 


problems created by war is by _use of 
suggestions from employes, Glen J, 
Spahn, field personnel officer of the 


company, said in his talk before the St. 
Louis Life Underwriters Association. 
The company has a committee repre- 
senting home office and field divisions 
which has been continuously working 
on procedures to eliminate unnecessary 
activities, he said. Approximately 1,250 
suggestions affecting 150 phases of 
company operations have been received 
and many of them adopted. 

Mr. Spahn said that the first respon- 
sibility of life insurance people after the 
war will be to those returning from the 
armed forces. It is not enough to re- 
turn these men to their former or com- 
parable positions, but they should be 
given advantages of a training course 
to bring them up to date on what has 
transpired in their absence. Metropoli- 
tan is maintaining a card index of every 
man and woman in military service and 
in most instances already has specified 
on each individual’s card the position to 
which he or she will be returned. In 
addition the company is developing a 
refresher course. 


Life Men Should Lead Fight 
on Inflation, U. S. Control 


BIRMINGHAM, ALA.—If inflation 
or a socialized economy takes root in 
this country it will be only because the 
public, including the life insurance busi- 
ness, does nothing about it, John A. 
Lloyd, vice-president of Union Central 
Life and former Ohio superintendent, 
declared, in addressing the Birmingham 
Association of Life Underwriters. 

Mr. Lloyd said life insurance had been 
described as the “greatest trusteeship in 
the history of mankind,” and that this 
obligation is not a passing but a con- 
tinuous one. He said the business had 
a duty to give leadership to routing the 
twin fears of inflation and government 
regimentation. He said life insurance 
men should stop talking about what 
“they” are going to do, meaning Con- 
gress, the President or the Supreme 
Court, and more about what ‘we’ are 
going to do. 

He termed the fears of inflation and 
of socialism “miasmic fogs” and that 
they like shadows “will fall behind us 
if we turn our face to the light.” 


More Than 200 Pay Quarter 
to Hear Leading Producers 
BOSTON 








—A new experiment of the 
3oston Life Underwriters Association 
proved an unqualified success. Five out- 
standing member producers were se- 
lected to give sales talks, to find out how 
many would pay a quarter each to listen. 
More than 200 members came out and 
it appears likely there will be several 
repeats. 

William A. Hanlon, Metropolitan, 
opened the program as toastmaster. Gor- 
don Winslow, Travelers, described his 
“work map’ and explained how he works 
entirely by a card system to save time, 
keeping a duplicate file at home to save 











Opening for Actuary with Western Company. 
Excellent opportunity for advancement. Young 
man preferred. Vacancy created through resig- 
nation of present actuary accepting another 
position. Address 1-57, The National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Ill. 
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office time. Francis A. Parker, Jr., Penn 
Mutual, spoke on “prospecting.” He ad- 
vyocated using town books and records, 
paying particular attention to newcomers 
in a district, cultivating telephone opera- 
tors and receptionists and for relaxation 
a door-to-door cold canvass occasionally. 

Solomon Smith, Northwestern Mutual, 
relies largely on direct mail. He makes 
Uncle Sam do his prospecting for him, 
keeping his*name constantly before his 
prospects. Benjamin Nathan, Pruden- 
tial, uses the “social security approach” 
and has sold many small industrial poli- 
cies and not a few larger ones to com- 
plete a family program of protection, 
making a point to lay before the pros- 
pect a blueprint of his needs and possible 
coverage. Walter S. Newton, Jr., Home 
Life, confines his operations largely to a 
definite type of prospect, the man with a 
better than average salary, married and 
with children. Better than average sal- 
ary he figured as 100 times the man’s 
age. Get the prospect to understand his 
own problem of protection for himself 
and he is sold, Mr. Newton said. 





Costello Talks in Dallas 


“You still have to take the milk away 
from the cow, no matter how good a 
producer she is,” John P. Costello, lead- 
ing agent of Southwestern Life, said at 
the Dallas Life Underwriters Associa- 
tion November meeting. Mr. Costello 
is president of the Texas state associa- 
tion. Several attended from Fort Worth, 
Houston and San Antonio. 

At the meeting Dec. 17, the Dallas 
association will hear a panel program 
presented by the Dallas C. L. U. chapter 
under direction of its president, Lloyd 
W. Klingman. - 


Chicagoans Hear Maj. Martini 


Maj. Allen V. Martini, “Fortress” pilot 
on many bombing attacks in France, 
Germany and the Aleutians, talked at 
a war bond rally in Chicago this week 
at which life agents were guests of the 
Treasury. His crew, the “Cocktail 
Kids,” and plane, “Dry Martini,” are 
credited with destruction of 28 enemy 
planes. 

Little Rock, Ark.—J. Weldon Crawford 
of the Allan Gates agency of Penn Mu- 
tual Life discussed “Current Insurance 
Markets.” He called for streamlining of 
sales talks and preparing for each pros- 
pect before making calls. 

Outlining his sales plan, Mr. Crawford 
said he sees one new prospect daily, 
usually the first thing in the morning. 
Government insurance of service men 
will be of great benefit to insurance com- 
panies, he predicted, as the program has 
made many people more insurance con- 
scious, just as after the last war. 

Before giving the bright picture of the 
insurance possibilities, Mr. Crawford, 
wearing dark glasses, gave the pessimis- 
tic remarks of an unenthusiastic man 
“who probably forsook insurance for a 
defense job” long ago. 

Charlottesville, Va.—W. H. Trentman, 
executive vice-president of Occidental 
Life of Raleigh, discussed local associa- 
tion activities and described the work 
done by life salesmen in the loan cam- 
paigns. He said women have proved 
particularly successful in selling insur- 
ance, The association now has 88 mem- 
bers. 

Minneapolis—‘“Why People Are Buying 
Life Insurance,” will be the topic at the 
Dec. 16 meeting. Four major reasons 
for the purchase of life insurance under 
present conditions will be analyzed: (1) 
Treasury decision 5231; (2) putting over- 
time pay into life insurance; (3) benefits 
under the social security act, and (4) 
the ever-increasing use of income set- 
tlement option. 

The program will be in charge of five 
members of the coordinators committee 
of the association, with O. O. Knutson as 
chairman. 

_ Pittsburgh—E. M. Aiken, Equitable 
Society, president Pittsburgh association, 
is addressing a supper meeting at 
Beaver Dec. 1, on “Bright Spots.” 

Des Moines—R. B. Coolidge, superin- 
tendent of agencies of Aetna Life, spoke 
on “Organized Selling.” 

“Men in foxholes are fighting to pro- 
tect the American home from foreign 
enemies,” he said. “Life insurance men 
always have fought to protect the 





American home from want, hunger and 
blasted hopes.” 

He said life men are curing financial 
ills in the same way the physician cures 
physical ills. 

Waterloo, Ia.—C. V. Shepherd, National 
Life of Vermont, Cedar Rapids, president 
of the Iowa association, spoke on “Be- 
yond the Horizon, Our Goal.” 

Green Bay, Wis.—E. A. Tobin, assist- 
ant manager of Metropolitan Life, spoke 
on “Industrial Insurance and Its Pur- 
pose.” 

Portland, Ore.—William E. Hays, di- 
rector of agencies of New England Mu- 
tual Life, said that in terms of eco- 
nomic life, the war, terrible as it is, has 
given the nation the greatest productive 
income in history. Many breadwinners 
for the first time in their lives are get- 
ting sufficient income to provide those 
things for their families which they 
know they should do. 

“Indorsement of life insurance by the 
federal government is one of the bar- 
riers to runaway inflation and the pos- 
session of earnings by prospects for life 
protection offers a splendid sales oppor- 
tunity.” 

Cleveland—At an anti-inflation confer- 
ence, Homer C. Chaney, regional direc- 
tor of agencies of New England Mutual, 
explained how life insurance works to- 
ward prevention of excessive inflation. 
Birkett L. Williams, regional administra- 
tor of OPA, and Dr. Edward C. Welsh, 
regional OPA price executive, also spoke. 

Passaic-Bergen Co., N. J.—Saul Vor- 
triflich, assistant manager of the FE. N. 
Van Vliet home office ordinary agency of 
Prudential, will speak at a meeting in 
Hackensack Dee. 9. 

Salt Lake City—T. B. Isaacson, gen- 
eral agent of Lincoln National, spoke on 
“Methods that Sell Business Today.” 

“An individual is only economically se- 
cured when he has that income which is 
guaranteed to last as long as he lasts, 
and that type of security is only ob- 
tained through life insurance,” he said. 
Selling commodities of any kind is vastly 
different to what it was ten years ago, 
he added. “Life salesmen should raise 
their sights, and not be satisfied with 
writing small policies; the lapse ratio is 
unusually heavy on small contracts.” 

Louisville—William H. Andrews, Jr., 
Greensboro, N. C., N.A.L.U. vice-president, 
spoke in Louisville as part of a tour of 
local associations in Kentucky and Ten- 
nessee. 











POLICIES 


Conn. Mutual’s New 
Dividend Book 


With agents’ time becoming increas- 
ingly valuable and the clerical problem 
in agencies becoming quite acute, Con- 
necticut Mutual has worked out a plan 
to save time in preparing policy illus- 
trations. 

The first step was to issue printed, 
standardized illustration sheets on the 
various plans of insurance such as or- 
dinary life, limited payment life and the 
endowments. These illustration forms 
are in addition to the briefs covering 
insurance needs such as retirement in- 
come, family income and mortgage can- 
cellation. 


Old Dividend Book Discarded 


The second step involved the discard- 
ing of the old dividend book which has 
been published in approximately the 
same form for nearly a century. The 
company is now publishing a new divi- 
dend book which contains all the fig- 
ures necessary to complete the new il- 
lustration sheets. The new book shows 
for each age, the premium, dividends 
for the Ist, 2nd, 5th, 10th, 15th and 20th 
vears, the premium less dividend emer- 
gency values (paid-up insurance guar- 
anteed cash value, dividend accumula- 
tions, cash value plus dividend accumu- 
lations), and it shows retirement op- 
tions at 60 and 65, quoting cash and in- 
come figures on both a guaranteed and 
with dividend accumulation basis. The 
book also gives paid-up and maturity 
dates if dividends are accumulated. 

In addition to a pocket size dividend 








book for agents, the Connecticut Mu- 
tual is issuing a large dividend book 
with each page blown up to 8% x 11 
inches for the use of agency clerks 
when filling out illustration sheets. 

The books will be distributed early in 
January and it is contemplated that the 
dividends will be on a new scale, re- 
sulting in an increase of 544% as com- 
pared with the continuation of the 
present scale. 


AGENCY NEWS 





H. A. Chipman Honored for 
His 20 Years in Columbus 


An appreciation dinner was given in 
honor of Harry A. Chipman, manager of 
Equitable Society, commemorating his 
20 years of service in Columbus. Among 
the 125 guests were the members of the 
agency, presidents of various. civic or- 
ganizations in which Mr. Chipman is ac- 
tive, as well as other business men and 
friends. Among the speakers on the pro- 
gram were W. L. Gottschall, director of 
agencies, Chicago, and Vance L. Bush- 
nell, second vice-president of Equitable. 

When Mr. Chipman arrived in Colum- 
bus 20 years ago, he took over a small 








agency occupying three small office 
rooms and producing about $1,000,000 of 
new business per year. Under his direc- 
tion, the agency expanded so rapidly the 
next seven years that a new world’s rec- 
ord in agency building was established 
by producing $15,000,000 of new busi- 
ness in one year. Premium collections 
now are about $4,000,000 per year on 
$135,000,000 of ordinary business on 
nearly 45,000 lives. 
Builder of Manpower 

Vice-president Bushnell referred to the 
fact that Mr. Chipman had been a 
builder of manpower for Equitable, and 
enumerated the large number of men 
scattered over the United States, holding 
important positions, who had been pro- 
moted out of his agency. A sterling 
silver coffee service was presented to Mr. 
and Mrs. Chipman by the agency force. 

At the Chipman agency’s Thanksgiv- 
ing party, preceded by a 30-day cam- 
paign during which members of the or 
ganization qualified for attendance, Rob- 
bert G. Mathews was chosen “head man” 
of the agency. He produced more than 
$500,000 of ordinary business, together 
with $4,000,000 group insurance the past 
year, in addition to his many other activ- 
ities and contributions to the organiza- 
tion. 

Fourteen members of the agency qual- 
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ified for the Gobbler’s Club by produc- 
ing 20 or more applications each, thereby 
receiving a live gobbler. 


Conducts Programming School 

Herschel E. Henry, agency director of 
New York Life in Columbus, O., is con- 
ducting a programming school, with in- 
struction one day a week for three 
weeks, under the direction of Howard 
Conley, educational supervisor at the 
home office. Mr. Henry’s territory cov- 
ers 31 counties in central and southern 
Ohio. 


Butzen Agency in Lead 

The Arthur J. Butzen agency of 
Massachusetts Mutual Life in Milwau- 
kee for the first time took first place in 
October in total volume delivered and 
paid for, in spite of the war reducing 
the full-time personnel to five agents, 
two in Milwaukee and three in the 
state. 


Monarch Life of Springfield, Mass., has 
licensed to write life and disability 
in Oregon, 


been 
insurance 
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- CHICAGO 


BALDWIN’S CHANGE 





GEORGE 


George Baldwin, who has been assist- 
ant divisional manager in the group de- 
partment of Equitable Society in the 
central department in Chicago, has been 
made agency group supervisor for the 
Samuel Lustgarten agency. He suc- 
ceeds J. B. Glaser, who has gone with 
Continental Assurance of Chicago as 
manager of its office at 100 South La 


Salle street. Mr. Baldwin graduated 
from Hobart College, Geneva, N. Y., 
and in 1937 joined Equitable’s group 


department in New York City. 


“FOOTBALL” WINNERS FETED 


Equitable Life of Iowa was host at a 
dinner and theater party in Chicago the 
other evening for agents, wives and of- 
fice force of the Griffin, Ingram & Pfaff 
agency of Chicago, which was the 
leader in its division in the fall produc- 
tion contest with a football motif. At 
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the dinner, Dwight Ingram presided 
and A. C. Pfaff presented prizes to vari- 
ous individuals. Three members of the 
agency qualified for the Equitable’s all- 
star team. E. J. Faltysek was the 
leader; Fred R. Sextro was second, and 
Carl P. Spahn, third. Equitable was 
represented by R. E. Fuller, agency 
vice-president; E. E. Cooper and Earl 
Smyth, assistant vice-presidents, and P. 
C. Irwin. They had been in the city 
for the meeting of the Research Bureau 
and Agency Officers. 

SUPERVISORS ELECT 

Raymond W. Frank of State Mutual 
Life was elected president of the Life 
Agency Supervisors of Chicago at its 
annual meeting. Other officers are 
George L. Schomburg, Prudential vice- 
president; Carl Lindstrom, Travelers, 
secretary, and Robert C. Carson, Rock- 
wood Company, retiring president, chair- 
man of the board of directors, and A. J. 
Kirchberg, Connecticut General, direc- 
tor. 

The annual Christmas party, at which 
managers and general agents are guests, 
will be held at the Electric Club Dec. 9. 
Harry G. Walter of Penn Mutual, and 
Elmer J. Grandson of Union Central, 
are co-chairmen for the affair. 


MANAGERS 


Johnson Tells Three Ways 
for Agents to Help 


Life agents are the backbone of any 
company or institutional public relations 
program, H. J. Johnson, president In- 
stitute of Life Insurance, told the 
Agency Managers School in Columbus. 
Many public attitudes and judgments 
concerning the life business stem from 
the public’s contacts with the agents, he 
said. 

There are three ways in which agents 
can contribute to building better public 
relations: Maintain a continuing ap- 
praisal of public likes and dislikes, de- 
sires and needs, so the business can do 
more of what the public wants and less 
of what it does not like; translate the 
companies’ programs into action in such 
a way as to be of maximum public servy- 
ice; tell the story of life insurance and 
its social-economic service. 





Morgan Los Angeles Speaker 

The Life Managers Association of 
Los Angeles heard Vice-president Law- 
rence Morgan of Pacific Mutual Life 
speak on “Modern Problems of Life 
Underwriting.” Mr. Morgan discussed 
the shortage of medical examiners, dif- 
ficulty in getting statements from at- 
tending physicians, increased average 
age of applicants, number of newcom- 
ers in defense centers on whom it is 
difficult to get any information; people 
suddenly getting into the higher income 
brackets and seeking larger amounts of 
insurance; difficulty in getting prompt 
inspection reports. 


President Russel L. Hoghe named a 


nominating committee and also a com- 
mittee to present a plan to general 


agents and managers to bring their 
agencies up to 100% membership in the 
Life Underwriters Association, 


Discuss Present Day Trends 

The Life Insurance General Agents & 
Managers Association of Northern New 
Jersey held a luncheon meeting in New- 
ark at which time the trends of the pres- 
ent day were discussed. 


Debate on Social Security 

SALT LAKE CITY—The November 
meeting of the Utah Life Managers fea- 
tured a debate on: “Shall we approve 
and work toward the extension of social 
security benefits to new groups?” D. 
Ford Crandall, Metropolitan, took the 
affirmative, and A. E. Buckwell, Trav- 
elers, the negative. 

Mr. Crandall said the social security 


plan is all right, but does not extend far 
enough, and should include accident and 
health and hospitalization benefits. Mr, 
3uckwell, on the other hand, contended 
that the proposed program would place 
the government in direct competition 
with private insurance companies. C. C, 
Guilford, chairman of the program com- 
mittee, announced debates on topics of 
interest will be conducted throughout the 
season. e 


_ ACCIDENT 


Want Agency Force 
to Finance National 
A. & H. Association 


Plans to put the National Association 
of Accident & Health Underwriters on 
a better financial basis, and thus make 
possible a broadening of its activities, 
through the agency organization in the 
accident and health field, rather than 
asking for further contribution from the 
companies, were approved at a meeting 
in Chicago of the planning committee 
of the National association and will be 
recommended in its report at the asso- 
ciation’s winter meeting in Des Moines 
Jan. 11-12. The committee, which was 
created at the last annual meeting in 
Pittsburgh, is composed of the past 
presidents, with E. H. Mueller of Mil- 
waukee as chairman. 

The plan is to get 100 men, general 
agents and leading personal producers, 
who have established themselves as suc- 
cessful business men through the pro- 
duction of accident and health insur- 
ance, to make pledges covering possibly 
a five-year period. Several voluntary 
offers of cooperation in this program 
already have been received. 

It is felt that the chief objective of 
the National association should be to 
help the agent in the field, and that all 
of its activities, both at conventions and 
between those meetings, should be di- 
rected to that end. The fact that the 
association has not done as much as it 
should along that line has been due pri- 
marily to lack of funds and the drive 
for a better financial setup is intended 
to pave the way for an extension along 
this line. The present plan for company 
associate memberships would not be 
disturbed. 

In line 
National 





of making the 
agency organ- 


with the idea 
association an 


ization, the committee recommended 
that as a general policy the officers 
should come from the agency ranks 


rather than company men, although this 
would not apply to the executive board. 


Equitable’s Revised Form 
on Group Policies 


Equitable Society announces a re- 
vised policy form to be used in the is- 
suance of all new group accident and 
health policies. 

The principal changes are: (1) The 
period of benefit payments for disability 
beginning after an employe attains the 
age of 60 shall not exceed 13 weeks 
(or less if the policy provides for an 
indemnity period of less than 13 weeks) 
in any one calendar year; and (2) suc- 
cessive periods of disability separated 
by less than two weeks of continuous 
active employment shall be considered 
as one continuous period of disability 
unless they arise from different and un- 
related causes. 


Satisfied Clients K. C. Topic 

At the monthly luncheon of the Kan- 
sas City Association of Accident & 
Health Underwriters how to produce 
“Satisfied Policyholders” was discussed 
by L. L. Graham, vice-president im 
charge of claims of Business Men’s As- 
surance from the claim man’s point ol 
view; Paul Simpson, underwriter for 
Travelers, from the underwriter’s angle 
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and J. M. Belwood, Connecticut Gen- 
eral Life, from the agent’s viewpoint. 

Martin L. Seltzer, president and John 
W. Eagleson, Jr., director of the Des 
Moines association told of the plans for 
the national mid-year convention in 
Des Moines. 





Business Men’s Assurance has been 
licensed in Massachusetts for accident 
and health insurance. It was licensed 
there for life insurance last year. It is 
represented by C. H. Watkins of Boston. 


IN U. S. WAR SERVICE 


Lieut. Col. Robert H. Wienecke, divi- 
sion supply officer in the Italian cam- 
paign, was decorated by his command- 
ing general with the legion of merit. 
He formerly was supervisor of the 
Cook county department of Mutual 
Trust Life in Chicago. 

Morton A. Laird, assistant actuary of 
National Life of Vermont, who enlisted 
in the navy last July and received a com- 
mission as lieutenant (j.g.) has received 
his call to active duty. He is leaving for 
Hollywood, Fia., for training in the 
naval air navigation school. His col- 
leagues in the actuarial department of 
National Life gave a luncheon in his 
honor, and Actuary Henry H. Jackson, 
in behalf of his associates, presented Mr. 
Laird a purse of money. 

Dean Chenault, special representative 
of the W. T. Earls agency of Connecti- 
cut Mutual Life in Middletown, O., has 
joined the navy Seabees and was as- 
signed to Camp Perry, Va. 














Extend Pension 
Trust Deadline 


(CONTINUED FROM PAGE 1) 


internal revenue code. The committee 
added that the amendment also provides 
that for a plan to comply with the law 
any provisions adopted by Dec. 31, 1944, 
shall be made effective by Jan. 1, 1944, 
or in the case of plans effective after 
that date, on the effective date thereof. 

The Senate finance committee, in 
recommending the bill and amendment, 
explained that the present law permits 
provisions of plans not meeting added 
requirements of section 162 of the reve- 
nue act of 1942 to continue to apply to 
otherwise permissible contributions and 
benefits paid before Dec. 31, 1943, with 
respect to periods prior to that date, if 
the plan is amended to comply by Dec. 
31, 1943. 

This time for compliance is extended 
for one year. The added provision quoted 
above was adopted, the finance commit- 
tee said, for the purpose of insuring 
“that, although the time to complete 
any necessary changes in a plan is ex- 
tended for another year, nevertheless, 
as to coverage, contributions, and bene- 
fits, the plan will be amended so as to 
meet the statutory tests with respect 
to any payments made in or pertaining 
to any period after Dec. 31, 1943.” 








Mich. Conference Reviews 
Day’s Management Problems 
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agency, making sure that every agent 
works intelligently and makes the most 
of his time. This applies, of course, to 
the manager and supervisors. The 
Manager must make sure that every 
man knows exactly what and where his 
market is, and that he confines his ef- 
forts to the market he is best qualified 
to cover. 

“If an agent has been going along 
pretty well and suddenly begins to lag, 
we must analyze his work and diagnose 
the trouble. Perhaps he is hitting at the 
wrong market, maybe he is not pros- 
pecting well, perhaps too many of his 
interviews are unsuccessful and he has 
lost the courage to face constant fail- 


ure. Are his disappointments too se- 
vere? If a man is mentally sick, don’t 
let his disappointments be too severe. 
In such cases I have sent men to see 
old policyholders who I thought would 
not be in the market for more insur- 
ance but who I knew would be de- 
pended upon to give the man a sympa- 
thetic hearing. 


Straighten Out Finances 


“Has he been paying too much atten- 
tion to the stories of easy money to be 
made in war industries? Too many men 
are falling victim to this fallacy. Are 
the agent’s finances bad? If so, help 
him to straighten them out. Does he 
feel that he lacks prestige among his 
clientele? Help him to build it up. A 
man will not continue to go back to 
propects if he feels that they do not re- 
gard him as an authority whose recom- 
mendation carries weight. In this con- 
nection letters from the general agent 
to the prospects, letting them know 
that the agent is highly regarded by his 
manager, will help. 

“Is he doing too much outside of 
his business? Too often the patriotic 
appeal urges a man to spend too much 
of his time at worthy activities which 
still have no bearing on his making a 
living. Are you sure his interviews are 
skillful? Hold review clinics and make 
sure. Develop the conviction in his 
mind that he is a leader, be sure that 
he knows an effective telephone ap- 
proach and above all teach him to think 
of interviews in terms of dollars per in- 
terview. 


Gear Selling to New Conditions 


“Be sure, too, that every agent’s sell- 
ing is geared to the new selling condi- 
tions. If you have two young men with 
good contacts but little skill in closing, 
team them with an experienced and 
successful closer for mutual benefit. 
Have one pension trust expert in the 
agency, and have all pension trust cases 
brought to him for handling, with the 
originating agent entering the picture 
only at the first and last interviews. 
Teach your men the technique of mass 
selling, because mass selling is becom- 
ing more important every day.” 

L. E. Malone, Sun Life, president 
Detroit Life Underwriters Association, 
presided at the luncheon, at which 
some 200 members of that group joined 
the managers to hear J. Roger Hull, 
vice-president of Mutual Life, talk on 
“Life Insurance and Freedom.” 

Mr. Malone introduced officials of the 
association’s, committee chairmen, and 
a number of company executives, in- 
cluding A. Kinch and A. Broadbent, 
Manufacturers Life, agency  superin- 
tendent and assistant; H. A. H. Baker, 
assistant general manager Great-West; 
Steele Mackenzie, agency superintend- 
ent Dominion Life; E. H. Handley, 
agency superintendent North Americ- 
can, and S. M. Gamble, public rela- 
tions director Massachusetts Mutual. 


Bethea on Compensation 


Osborne Bethea, New York City 
general agent Penn Mutual, opened the 
afternoon session “Agents’ Compensa- 
tion.” “If we want to put our house 
in order for the post-war era, now is 
the time to settle the agents’ compen- 
sation problem,” he said. The present 
system was outmoded many years ago. 
Today from 15 to 30% of renewals are 
paid to agents who are no longer in 
the business. One New York agency 
manager told Mr. Bethea he is paying 
enough renewals to agents out of the 
business to finance several good new 
men. 

Another major flaw in the present 
system is the fact that there is no mini- 
mum income paid to the agent. If a 
man is good enough to be kept, he is 
entitled to a minimum income that he 
can count upon. 

He cited also the extreme fluctuation 
of income of the average agent. One 
of his agents made about $3,800 last 
year divided as follows: January, $190; 
February, $248; March, $680; April, 
$292; May, $132; June, $337; July, $390; 


August, $331; September, $259; Octo- 
ber, $382; November, $301 and Decem- 
ber, $274. There is too much spread there. 
He averaged this man’s income over a 
three-year period and now gives him a 
minimum salary, not an advance, and 
helped him to arrange a budget that al- 
lows him to keep his financial affairs in 
better order. 

Service to orphan policyholders is 
not handled efficiently, because the 
agent gets no compensation for it un- 
less he manages to sell additional cov- 


erage. He should be paid a commis- 
sion for handling such service effi- 
ciently. 


Chapman Gives Review 


The present system makes it nearly 
impossible for the new man to earn a 
living the first two years, he said. He 
believes the companies should pay good 
salaries to good new men, with careful 
selection, of course; that first-year 
commissions are too high and renewals 
are paid too long. He would lower 
first-year commissions, cut the renewal 
period to perhaps two or three years 
and pay proportionately higher renewal 
commissions. 

Ray E. Habermann, manager of the 
outstate division of the home office 
agency of the Northwestern National, 
outlined his method of developing a 


rural territory much as he did at the 
Pittsburgh convention. 

L. W. S. Chapman of the Life In- 
surance Sales Research Bureau, editor 
of Managers’ Magazine, closed the ses- 
sion with a review of agency problems 
to be solved in 1944. He pointed out 
that the fact that production is holding 
up with a 40% decline in number of 
agents indicates a healthy agency situa- 
tion today and urged a strong determi- 
nation to hold the line and to go for- 
ward into the postwar era with deter- 
mination to progress. 

Improvements in agency management 
plans are progressing from the conver- 
sation stage to the action stage, which 
is a healthy sign, and bespeaks further 
progress in the future. Insurance ex- 
ecutives are mentally solvent and cour- 
ageously active, he said. Straight 
thinking and the courage to put new 
plans into action are called for today. 
There is always a tendency to postpone 
action on new plans, but the possibili- 
ties of 1944 bring up a challenge to the 
business to do its best in the face of a 
constantly changing world. 





A four-page mailing piece tells acci- 
dent insurance prospects why home is a 
hazardous place. Get samples from The 
A. & H. Bulletins, 420 E. 4th St., 
Cincinnati 2, Ohio. 
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Illinois Bankers Life Stock to be Sold 


(CONTINUED FROM PAGE 2) 





lated, shall be sold “for the benefit of II- 
linois Bankers Life Association or its 
policyholders as of Nov. 19, 1929, equita- 
bly entitled to the same,” while it is pro- 
vided that the present Illinois Bankers, 
the legal reserve company, “shall hold, 
handle, or distribute” as the court may 
decree the sums collected upon the 
money judgment as to Martin. 

Inasmuch as the Martin estate has no 
resources beyond the stock, it is as- 
sumed that when the stock is sold, the 
present Illinois Bankers Life will seek a 
lien upon the proceeds of the sale of the 
stock so as to share in the recovery. 

The decree provides that the Sawyer 
stock and the Woods judgment is to be 
for the benefit of the assessment policy- 
holders. 


Value of Stock 


Assuming that the stock is sold at $800 
a share the Martin stock would bring $1,- 
280,000. If Illinois Bankers should be 
given a lien for $700,000, that would 
leave $580,000 for policyholders of the 
assessment company. The latter would 
also get $320,000 from the Sawyer stock 
plus whatever might be recovered under 
the Woods judgment. 

The fund will, of course, be reduced 
by lawyers fees and other expenses and 
the possibility is seen that in the windup 
some allowance may be made to the 
three estates. Throughout the proceed- 
ings, the opportunity had been afforded 
to the Sawyer and Martin estates to de- 
liver up their stock and receive one-third 
of the proceeds when it was sold. On the 
day that the decree was entered an at- 
torney for the Martin estate made a mo- 
tion to vacate the decree, which was de- 
nied, and attorneys for the Sawyer and 
Woods estates entered an objection that 
the decree deprived the administrators of 
property without due process of law. It 
may be that the attorneys may be able 
to save something for their clients by 
refraining from taking an appeal. 


Jones Was Considered 


On the day before he formally entered 
the decree, Judge Miner outlined its 
main features and said that he was con- 
sidering the appointment of Insurance 
Director Jones of Illinois as trustee. At- 
torneys for Illinois Bankers Life ex- 
pressed objection to such appointment 
on the ground that competing agents 
might slur the significance of such a 
move and create the impression that the 
appointment was in the nature of a re- 
ceivership. 

The Martin money judgment stems 
from the kickback to Martin by the 
American Conservation Company of 
$430,000 of the commissions the latter 
received in rewriting the assessment 
business into the legal reserve company, 
which the court found involved the pay- 
ment of an extra year’s premium by the 
assured. This $430,000, the court found, 
was used by Martin to pay “bribes” to 
William H. Woods, Dr. J. R. Ebersole, 
vice-president and medical director, and 
R. M. Work, secretary. 

The judgment against the Woods 
estate is on account of the “bribe” 
money that was paid to Woods. Counsel 
for the Woods estate sought unsuccess- 
fully to get Judge Miner to refer in the 
decree to the fact that Woods voted 
against the rewriting deal. 

The stock of Illiinois Bankers Life 
has a value of about $1,600,000, judging 
by the fact that offers of about that 
amount have already been made for it 
by Alfred MacArthur, president of Cen- 
tral Life of Illinois; United Fidelity Life 
of Texas and an eastern syndicate 
headed by Paul O. Buckley of New- 
town, Conn., who incidentally now states 
that he will make a bid Dec. 21. 

According to the decree Illinois Bank- 
ers Life has been ably and honestly 
managed since Oct. 3, 1941. 

The decree recites in detail the sordid 
story which was sketched very thor- 
oughly and extensively publicized dur- 
ing the TNEC investigation several 
years ago. Martin in 1929 engineered 


the setting up of the legal reserve com- 
pany and its reinsurance of the assess- 
ment company with himself in 80% 
control of the new institution through a 
series of rabbit warren deals. Martin had 
actually put up only $195,000 of his own 
money, the court found, and his estate 
was given credit to that extent. The 
Martin estate was not charged with the 
“bribe” of $100,000 that was paid to Dr. 
Ebersole and a $75,000 “bribe” to Work. 

Sawyer’s “bribe” consisted of the 400 
shares of stock. Although some of the 
Sawyer stock had gotten into the hands 
of certain others in recent years, the 
court found that these were not legiti- 
mate sales. 

Just how the net funds that are 
derived from the decree shall be ap- 
portioned among policyholders remains 
to be determined. The assessment com- 
pany had about 72,000 policyholders and 
$109,000,000 of insurance in force. It 
would probably be regarded as imprac- 
ticable to make any payment to those 
who have died or whose policies have 
lapsed. That would mean that the bene- 
fits would go to the old assessment 
policyho'ders who have not converted, 
and to those whose policies were re- 
written on a legal reserve basis. It 
must also be determined what allocation 
is to be made of the funds that are 
realized by Illinois Bankers as a cor- 


poration. 
Judge Miner in his decision, prefacing 
the decree, stated that the decree 


“brings to a close as nefarious a con- 
spiracy aS was ever revealed in a court 
of equity. Its fraudulent objective was 
to steal the assets and good will of the 
assessment company. 

Illinois Bankers today is in sound 
financial condition. It has $112,000,000 
of insurance in force and 110,000 pol- 
icyholders. The convention examina- 
tion, filed last week at Springfield by 
Director Jones, revealed $26,613,459 in 
assets, with $25,327,257 in total liabili- 
ties excepting capital stock. The report 
gives its surplus account as $1,086,203. 

he company is licensed in 14 states and 
the District of Columbia. The exami- 
nation, in which Missouri, Ohio and 
Texas participated, describes the finan- 
cial position as excellent and states the 
interests of policyholders are being safe- 
guarded in all respects. 





Selective Service Rule 
Hits Canadian Insurance 


TORONTO—Under a new selective 
service order, workers between 16 and 
41 not in “essential employment,” will 
not be permitted to continue in their 
present jobs after Dec. 1 without the 


permission of selective service. In- 
cluded in this new classification of 
workers to be moved are those “en- 


gaged in the underwriting, selling, bro- 
kering or administering of policies of 
insurance of any and every kind, in- 
cluding but not restricted to life, fire, 
accident, sickness, automobile, marine 
and general insurance.” 

A selective service official here states 
that a number of insurance firms, in an- 
ticipation of the call-up, requested ex- 
emptions for employes some little time 
ago. He stated that the number of ap- 
plications submitted greatly exceeded 
the number of postponements or defer- 
ments which selective service had an- 
ticipated would be applied for in the 
industry. This official stated that to a 
large extent the requests for deferment 
were unreasonable, in that “we find the 
agencies do not appear to have con- 
fined their applications to essential key 
men but have in almost every case re- 
quested postponement for all male em- 
ployes within the age group covered by 
the compulsory transfer order.” 

In view of this, selective service offi- 
cials have decided to leave all decisions 
regarding transfers to more essential 
work from present insurance work en- 
tirely up to their local officials. 


Aid tor Men Going 
Into Service Is 
Outlined by Duke 


COLUMBUS, O.—AlIthough life 
agents can’t do much now in assisting 
men already in the armed forces re- 
garding their life insurance problems, 
they can aid by contacting clients who 
are due to be inducted into service in 
the near future, Lt. Col. Spottswood W. 
Duke, chief of the benefit branch of the 
fifth service command, pointed out at 
the annual seminar of the Columbus 
Life Underwriters Association. Before 
Col. Duke entered the service he was 
Ohio State Life general agent in Cin- 
cinnati. 


Arrange Settlement Options 


Agents can render a needed service by 
offering to arrange settlement options 
of prospective draftees so as to make a 
proper place for the payments that will 
be made from the $10,000 National Sery- 
ice Life insurance policy that they will 
be expected to take at reception centers 
upon entery into the service. NSLI is 
paid in monthly installments only: 
$55.10 per month for 20 years to a bene- 
ficiary under age 30, and from $39.70 
to $68.10 per month for life to a bene- 
ficiary from age 30 to 60, respectively. 

The agent should also ascertain 
whether his client will be in financial 
position to pay all of his premiums while 
in the service. If he is financially able, 
he can pay the premiums by either hay- 
ing his wife or mother pay his pre- 
miums as they come due or by making 
an allotment on WD, AGO Form No. 
29, which authorizes the finance officer, 
Washington, D. C., to pay his premuims 
by monthly deductions from his pay. 

If he choses the later method, it will 
be necessary for the agent to see that 
papers are prepared to change his 
method of premium payment. In this 
connection, care should be exercised to 
see that he gets the correct monthly 
rate, because most companies have a 
different monthly rate where payments 
are made by the government. Some 
companies add 2% to the annual pre- 
mium and divide by 12; some take one- 
third of the quarterly premium, etc. 


Suggests Plan for Payments 


If the service man can not pay all of 
his premiums, the government will guar- 
antee the premiums on a maximum of 
$10,000 of commercial life insurance. In 
this connection Col. Duke recommended 
that the client be advised to pay the 
premiums on his family maintenance and 
ordinary life policies; and that he get the 
government to guarantee the premiums 
on his higher premium contracts: 20 year 
endowment or limited payment life. If 
he has to make a readjustment after the 
war, he can change his higher premium 
contracts to lower premium contracts, if 
he is in good health. If he can save 
some money, but not enough to pay his 
premiums, let him make an allotment for 
war bonds and thereby have part of the 
money he will owe on the guaranteed 
premiums, 





N. E. Mutual Has Iowa Rally 


Fifteen Iowa agents of New Eng- 
land Mutual Life attended a meeting of 
the Des Moines agency. Eric O. Oh- 
man, assistant to the general agent, 
presided in the absence of Maj. Selwyn 
C. Woodard, who is in the army air 
force. Ralph W. Fischbeck of Mason 
City is the leading producer of the 
agency. 
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Committee Heads of 
N.F.C. Named 


Committees of the National Fraternal 
Congress to serve until the next annual 
meeting were announced this week by 
Mrs. Grace W. McCurdy, president, who 
is head of Royal Neighbors, Rock 
Island, Ill. - 

There are 12 standing and _ special 
committees whose total personnel is 140 
members. The chairmen are: 


Richard Anderson Named 


State of orders and statistics, Richard 
Anderson, Protected Home Circle; law, 
George . Perrin, general counsel 
Modern Woodmen, Rock Island; fra- 
ternal ethics, Mrs. Minnie Hiner, head 
of Neighbors of Woodcraft, Portland, 
Ore.; junior membership, Mrs. Clara B. 
Bender, secretary Degree of Honor 
Protective, St. Paul; public relations, 
Norton J. Williams, president Equitable 
Reserve, Neenah, Wis., and immediate 
past president N.F.C.; lodge activities, 
Frances Buell Olson, head of Degree of 
Honor Protective; general welfare, W. 
C. Braden, Woodmen of the World, 
Omaha; revision of blanks, George S. 
Ling, Royal Neighbors; field work, Fred 
A. Johnson, head of Royal League, 
Chicago, and president Fraternal Field 
Managers Association; security valua- 
tions, John S. Toberson, Equitable Re- 
serve, Neenah, Wis.; Membership, V. 
S. Platek, president National Slovak 
Society, Pittsburgh, and ‘Fraternal 
Week, Harold A. Allen, editor and pub- 
licity director Fidelity Life, Fulton, II. 





Fidelity Association Holds 
Michigan Sales Conference 


Michigan agents of Fidelity Life Asso- 
ciation, Fulton, Ill., held a one-day sales 
in Detroit, with Thomas O. Hertzberg, 
general sales manager, in charge, as- 
sisted by Harold Allen, publicity direc- 
tor. 

Purpose of the conference was to 
familiarize agents with their sales kits. 
New sales material was issued, and Mr. 
Hertzberg discussed each type of con- 
tract offered by the association, stress- 
ing the new juvenile modified life at age 
65 and the payor benefit. 


Sales Promotional Items 


Mr. Allen discussed various sales pro- 
motional items, particularly the new 
double feature birthday card for chil- 
dren of kindergarten ages which agents 
may give to prospects or present policy- 
holders. 

Mr. Hertzberg reminded agents that 
not only is the search for prospects the 
first step of the sales process, but it is 
the most important. Mr. Allen reviewed 
the present insurance market, ranking 
women, children, and farmers among 
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the best prospects. Sessions were fol- 
lowed by round table discussion. 





Kentucky Congress Elects 


Jule Appel, Junior Order United 
American Mechanics, Covington, was 
elected president of the Kentucky Fra- 
ternal Congress at the annual meeting 
in Lexington. He succeeds Mrs. Em- 
ma Bradshaw, Kentucky supervisor 
Woman’s Benefit. Other new officers 
are: First vice-president, Mrs. Lois 
Waterfield, Woodmen Circle; second 
vice-president, August Fauble, Aid As- 
sociation for Lutherans; secretary-treas- 
urer, Mrs. E. H. Palmer, Maceabees. 





New Texas Congress Officers 


New officers elected by the Texas 
Fraternal Congress a. the annual meet- 
ing in Fort Worth are: President, Mrs. 
Leta Ashley, Degree of Honor Protec- 
tive, Fort Worth; first vice-president, 
A. S. MacGregor, Modern Woodmen, 
Dallas; second vice-president, E. H. 
Hellbush, Aid Association for Luther- 
ans, Houston; third vice-president, Ora 
Baldwin, Royal Neighbors, Fort 
Worth; secretary-treasurer, J. H. Cul- 
lom, Dallas. Mrs. Dora Alexander 
Talley, head of Woodmen Circle, 
Omaha; T. L. McCullough, president 
of Praetorians, and Mr. Cullom were 
elected honorary life presidents. 





Memorial Services Are Held 


Artisans Order of Mutual Protection 
paid tribute to over 400 deceased mem- 
bers in Town Hall, Philadelphia, in a 
service conducted by the Rev. Leon T. 
Moore, Philadelphia conference of the 
Methodist Church. About 1,000 mem- 
bers of the order and the families of 
those that were memorialized attended. 
Special tribute was paid to 10 members 
who died in service since Dec. 1, 1942, 
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and to C. N. Christman, most excellent 
master artisan, who died Feb. 23. 


Williams Addresses Assembly 


MADISON, WIS.—N. Jj. Williams, 
president of Equitable Reserve, Neenah, 
Wis., spoke at a dinner meeting, in- 
stallation and dedication of new quar- 
ters of Assembly No. 58 here, disciss- 
ing problems caused by war. He said 
fraternals must increase their efforts to 
build good morale. S. A. Oscar, presi- 
<— National Mutual Benefit, gave a 
talk, 








Okla. Fraternal Board Named 


R. L. Forgan and Noah V. Watts, 
both of Oklahoma City, were reap- 
pointed on the Oklahoma fraternal in- 
surance board. Two new members, J. 
B. Jeffers of Oklahoma City, and Charles 
A. Allen of Guthrie, were named. Com- 
missioner Read is the fifth member of 
the Board. 


Sneed B. Collard, Nebraska manager 
of Maccabees, has joined the Seabees of 
the Navy. He has been connected with 
Maccabees for 13 years, starting with 
his father in Denver and becoming 
Missouri manager in 1938. He has been 
Nebraska manager since Oct. 26. Mr. 
Collard was sent to Virginia for his ini- 
tial training. 

Col. Michael F. Elkin, Kentucky 
manager of Maccabees for 33 years, 


Pacific Mutual in 
Life Presidents 


Pacific Mutual Life has been elected 
a member of the Life Presidents Asso- 
ciation. 

Asa V. Call is president and A. N. 
Kemp, chairman of the company. The 
latter is on leave as president of Amer- 
ican Airlines. 

Pacific Mutual assets at the end of 
1942 were $262,853,143 and insurance 
in force $600,811,878. 





Need to Simplify Programs 


NEWARK—H. H. Irwin, educational 
director Massachusetts Mutual Life, in a 
“Production Clinic” before the Life Un- 
derwriters Association of Northern New 
Jersey here warned that too many pro- 
gramming contracts are too long and 
complicated. More flexibility is needed. 

The delivery of a policy should be 
made an event, he said. “Go over the pol- 
icy with your assured and point out im- 
portant facts. By doing so, he will have 
a greater confidence in you.” 








died of a heart attack at his home in 
Lexington at the age of 87. He be- 
gan as state manager in 1895. In 1925 
he was named supreme lecturer, travel- 
ing throughout the United States and 
Canada. 











"Hitler's goose is cooked. 
He will be out of the pic- 
ture within a few weeks.” 


“True, he's on the tobog- 


gan but it looks like a 
long pull ahead to me." 
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There you have it—this typically American difference of 
opinion on men, problems and things. It’s a precious American 
tradition, this right to express and act upon one’s own opinion. 

This same freedom of action and choice is appreciated by 
your average life insurance buyer. He resents high pressure. 
He likes to feel that he has a wide choice of life insurance 
plans from which to select. For such a buyer, Fidelity Life 
Association can provide “Just the Right Plan” to which can also 
be added hospitalization, accident, and disability, all conveni- 
ently packaged in one contract, one premium. 
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United Life and Accident 


Insurance Company 
Concord, N. H. 


Representatives 

have something unusual to sell. Ask the man who 
owns a United Life and Accident Insurance contract 
which contains: 

1. Life Insurance 

2. Double Indemnity 

3. Triple Indemnity 

4. Non-cancellable Accident Insurance 

5. Waiver of Premium 


Territory Available for New General 
Agencies in Pennsylvania and Delaware 


Write 


WILLIAM D. HALLER 
Vice President and Agency Manager 
Concord, N. H. 
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Commissioners’ Meeting 
Schedule Is Announced 


(CONTINUED FROM PAGE 1) 

“The Responsibility and Opportunity of 
Insurance,” Judge John B. Gontrum, for- 
mer Maryland commissioner. 

Reports of committees. 

Other business. 
12-1:00 p. m. East ballroom. 

Executive session of association. 
2-3 p. m. Room C, 


Examinations committee, Read, Okla- 
homa, chairman. 

1. Examinations by accounting firms. 
(Requested by Zone 4.) 

2. Holiday pay for insurance exam- 


iners (Gommissioner Kavanaugh and 
Zone 1). 
2-3 p. m. Room A. 

Blanks committee, Robinson, Ohio, 


chairman. 

1. Recommendation for capitalization 
of interest accumulations on government 
bonds, Viehmann, Indiana. 

2. Treatment of income tax item. (Re- 
quested by Zone 4.) 

3. Amendment of 
blanks 
Zone 4.) 

4. Treatment of investment expense. 
(Requested by Scott Harris.) 

5. Divide contract of sale and real es- 
tate owned. (Requested by Zone 4.) 


statement 
(Requested by 


annual 
for reciprocals. 


3-4 p. m. Room B. 


Casualty and surety committee, Bowles, 
Virginia, chairman. 


3-4 p. m. West ballroom, 


Committee on interpretation and com- 
plaint (subcommittee of fire and marine 
committee), Carroll, Rhode Island, chair- 
man. Matter submitted by Joseph Bill. 


4-5 p. m. Room A. 


Fire prevention committee, McCormack, 
Tennessee, chairman. Report on states’ 
war inspection service. 


4-5 p. m. Room C, 


Group hospitalization and medical 
services committee, Neel, Pennsylvania, 
chairman. 

1. Discussion of monetary payments 
by hospitalization plans where hospital 
service is not available. (Requested by 
Zone 4.) 

2. Consider suggestion of Zone 4 con- 
cerning a survey of group hospital and 
medical service plan laws. 

3. Consider recommending that laws 
and legislation committee authorize the 
preparation of a uniform law. (Requested 
by Zone 4.) 


5-6 p. m. Room A. 


Committee on social security, Scheufler, 
Missouri, chairman. Report of survey on 
possible affect of social security on pri- 
vate carriers. 

5-6 p. m. Room B. 


Fire and marine committee, Williams, 
Mississippi, chairman. Cargo insurance 
problem. (Requested by Viehmann,) 

5-6 p. m. Room C, 


Fraternal committee, Sullivan, Wash- 
ington, chairman. Desirability of revised 
fraternal code. 


Wednesday, 9-10 a. m. West ballroom. 

Committee on taxation, Holmes, Mon- 
tana, chairman. Allocation of taxes on 
business written on members of the 
armed forces, or on territory under con- 
trol of United States government. (Re- 
quested by Zone 4). 

9-10 a. m. Room B. 

Committee to confer with federal gov- 
ernment. Johnson, Minnesota, chairman. 
Agenda to be announced. : 

9-10 a. m. Room C. 

Workmen’s compensation committee, 
W. P. Hodges, North Carolina, chairman. 
Compensation rating program. 

11 a.m. East ballroom. 


Final session. 
Reports of committees. 


Accountants to Decide on 1944 


Officers and directors of the Insurance 
Accounting & Statistical Association 
will meet in Chicago Nov. 26-27 to de- 
termine whether to hold a conference 
next year, and if so, to decide on the 


Honor Woman Agent 
25 Years of Service 





Next month Miss Sara E. McCarl 
completes 25 years service with Mutual 
Benefit Life at Winona, Minn., and in 
her honor P. M. Ryan, Minneapolis 
general agent, has designated Decem- 
ber as McCarl Month. Miss McCarl, 
now 75, but still active in business, has 
an outstanding production record, one 
feature of which is that she has never 
returned a policy because she couldn't 
deliver it. 

The men and women of Mutual Bene- 
fits Minnesota agency will carry on a 
special production campaign in honor of 
Miss McCarl in December and the re- 
sults will be reviewed at a testimonial 
dinner to be given Miss McCarl early 
in January. 


Institute Is Central 
Source of Information 
on Life Insurance 


Development of the Institute of Life 
Insurance as a central source of infor- 
mation for the life insurance business 
was traced by R. W. Kelsey, manager 
of its department of information, in a 
talk about its work before the New 
York chapter of the insurance section 
of the Special Libraries Association. 
Evidence of an increasing interest in 
information regarding all phases of 
the life insurance business, and_par- 
ticularly in the fundamentals of its op- 
erations is apparent,” Mr. Kelsey said. 

“The schools of the country, in par- 
ticular, are eager for authoritative in- 
formation about life insurance and its 
services, and the Institute is being 
helpful in this field. This growing in- 
terest of schools and colleges is shown 
by the fact that in the six months since 
publication of the ‘Handbook of Life 
Insurance,’ more than half of the re- 
quests for copies have come from this 
source.” 


Organize New Chapter 
at Lincoln, Neb. 


LINCOLN, NEB.—A C.L.U. chap- 
ter has been organized here with O. R. 
Frey, Bankers Life of Nebraska, as 
president; Edward A. Frerichs, director 
of agencies of Security Mutual of Ne- 
braska, vice-president, and Chester B. 
Dobbs, Mutual Benefit Life, secretary- 
treasurer. Milton Koch, Northwestern 
Mutual, was made chairman of the pro- 
gram committee, and Ellis D. Verink, 
Union Central Life manager, chairman 
of the educational and membership com- 
mittee of which the other members are 
W. A. Frazier, Bankers Life of Iowa, 
and H. A. Dillman, manager Security 
Mutual. The group will vote on its 
constitution and by-laws at a meeting 
Dec. 28. 

Organization followed a meeting at 
which John P. Williams of the Amert- 
can College spoke. 


N. J. Trust Council Meets 


The Life Insurance & Trust Council 
of North Jersey held a meeting Nov. 
22 in Newark. Speakers were M. N 
Chanalis, Newark attorney, on “Taxa- 
tion of Life Insurance,” and H. S. Kos- 
ter, estate analyst of New York City, 
on “Taxation of Estate Assets.” 

The officers of the New Jersey coun- 


cil are: President, John E. Clayton, 
general agent Massachusetts Mutual; 
vice-presidents, George E. Williams, 


trust officer National State Bank, and 
Fred S. Fern, general agent National 
Life of Vermont; secretary, Leo E. 
Leichter, trust officer Federal Trust 
Company; treasurer, Fred A. Ditmars, 
Massachusetts Mutual. 


date and place. L. Earle Wilkins, ex- 
ecutive vice-president of Kansas. City 
Fire & Marine, heads the association. 
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Sales Ideas and Suggestions 











Wartime Sales Technique 
Stressed at Peoria 


PEORIA, ILL.—Straight thinking in 
wartime is as necessary as_ Straight 
shooting, James E. Rutherford, execu- 
tive vice-president of the National As- 
sociation of Life Underwriters, declared 
at the Peoria association’s “Geared to 
Victory” sales congress here. Life in- 
surance salesmen are more fortunate 
than any other salesmen as they are not 
plagued by the scarcity of merchandise 
or by rationing, he declared. People 
need life insurance service more in the 
days ahead than in the past and there 
are more people today with surplus 
dollars in their pockets than ever 
before. 

Gas rationing has helped to concen- 
trate action, Mr. Rutherford pointed 
out, as the restrictions which hamper 
the agent from getting to the prospect 
also hamper the latter in getting away 
from the agent. Today the agent is 
more apt to find the prospect at home 
and more apt to get a better reception. 
He urged agents to face the future with 
heads up and with high courage be- 
cause they are distributing a product 
that people need more than ever before. 
“We are the architects of tomorrow, 
we cannot fail,” he declared. 


Organized Effort Stressed 


A special panel discusion on “Organ- 
ized Effort in a Disorganized World” 
was staged by Helen M. Zepp, Reno 
agency Equitable Society, Chicago, and 
past chairman of the Women’s Quarter 
Million Dollar Round Table; Walter O. 
Richards, John Hancock, Macomb, Ill. 
and Arthur F. Priebe, Penn Mutual 
Life, Rockford, Ill. 

Women have 70% of the country’s 
wealth and feel the responsibility to 
manage it well, Miss Zepp pointed out. 
Women desire to do good and it is only 
necessary to uncover dreams to get 
them to purchase life insurance. It is 
possible to sell wives of service men a 
clean up fund as they recognize the de- 
sirability of not adding to their hus- 
bands debt when he comes back. 

Working women are good prospects 
for endowment policies so they can re- 
tire at 55 instead of waiting for social 
security to start at 65. Miss Zepp finds 
programming effective because it puts 
the pene on a definite financial 
track. 


Sells to Farmers 


Mr. Richards has been particularly 
successful in selling farmers. It is par- 
ticularly necessary to know the farm- 
er's problems, he said. One advantage 
in approaching a farmer by asking 
about his crops, live stock, etc. is that 
while he is going into details the agent 
has an opportunity to size him up. Mr. 
Richards works on the idea of a farmer 
setting aside $200 a year to build up a 
reserve for the future. He emphasizes 
that a cash reserve sometimes enables 
a farmer to hold his crop longer so he 
can realize a better price. 

_ The advantages of selling to farmers 
is that wives and children have their 
Own incomes and the whole family can 
be sold policies. To meet the problem 
of gas rationing, Mr. Richards has di- 
vided his territory into townships and 
has a book of township maps with all 
the roads indicated along with the 
homes of his policyholders. He uses 
the maps in his approach to show the 
Prospect the people whom he has al- 
ready insured. He also makes a prac- 
tice of getting policyholders and pros- 
pects to indicate on his maps where 
their friends and neighbors live so that 


it is easy for him to find them. Every 
day before he starts out he carefully ar- 
ranges his prospect cards in relation to 
the map so that he doesn’t have to 
drive unnecessary miles. As a result 
of this system, Mr. Richards finds he 
spends less time in driving and more 
time in talking about life insurance. 


Programming Big Help 


Mr. Priebe gave a convincing testi- 
monial on the value of programming, 
pointing out that from 1936-41 when 
he never did any more programming 
than was absolutely necessary, he only 
sold five cases for $10,000 or more in a 
year while in 1942, through the active 
use of programming, he increased this 
number to 23 and so far in 1943 has 
written 31 $10,000 or more cases. Pro- 
gramming has aided him in doubling 
the average size of policy sold. 

Social security provides a springboard 
to sales, Mr. Priebe pointed out. After 
he analyzes the prospect’s social secur- 
ity benefits Mr. Priebe uses the Dia- 
mond Life Bulletin’s budget slide rule 
so that the prospect can ifigure his 
needs. He uses the idea of trying to get 
the prospect to reduce his family’s 
needs to an absolute minimum, in that 
way convincing him that he absolutely 
needs that amount. 


Home Interview Best 


Mr. Priebe finds that home inter- 
views are the most effective as he has 
to be considerate of the prospect’s time 
in the office and it is usually necessary 
to make two calls there to complete a 
sale. At home he can complete the sale 
in one call. In home calls it is also 
possible to get the wife to understand 
about the insurance and to become con- 
cerned about the minimum required. 
Mr. Priebe waits until after the policy 
is sold before he presents a detailed 
program for future reference. He finds 
that programming simplifies his pros- 
pecting problem because policyholders 
with programs are so enthusiastic about 
them that it is easy to get the names 
of friends. 


President Hedges Talks 


President Herbert A. Hedges out- 
lined the activities of the National as- 
sociation in regard to wage stabiliza- 
tion rulings, legislation, agency prac- 
tices and agents’ compensation. In 
selling business insurance, Mr. Hedges 
points out that money alone can bring 
only a minimum return but when a 
man is added he can step up the in- 
come return, thus emphasizing the 
value of key men coverage. A good 
approach in selling coverage for small 
corporations and partnerships is to ask 
the prospect for advice on the problems 
involved in setting up a partnership or 
corporation. In this way the prospect 
does the selling job himself. Mr. Hedges 
uses the high income tax rates on in- 
vestment returns to sell personal life 
insurance. 


Ross Explains Guertin Laws 


Mr. Hartshorn warned against the 
strong competition from commodities 
not now on the market, during the post 
war era. It necessitates improving 
sales technique and putting in a full 
day’s work. There is a danger that the 
agent will become flabby while busi- 
ness is easy to get, he warned. AI- 
though there has been a great advance 
in education and the development of 
sales helps in the last 10 years, the ob- 


jective is not to make an agent’s job 
easier but to enable him to do a better 
job, Mr. Hartshorn declared. He de- 
plored the tendency of agents to be- 
come self-satisfied instead of gearing 
their efforts to present day opportuni- 
ties. 

The Guertin measures which go into 
effect in Illinois in 1948 were explained 
by James W. Ross, supervisor of policy 
examination division Illinois insurance 
department. Although the changes are 
in the right direction, the advantages of 
the current life contract will stimulate 
sales as the effective date for the 
changes draws nearer, he predicted. 

President William B. Buckley, Mount 
Vernon manager Metropolitan Life, 
summarized the work of the Illinois as- 
sociation. Chief Warrant Officer Haas 
discussed “Today’s Firing Line” and 
Walter H. Gardner, Committee of Eco- 
nomic Development, pointed out the ad- 
vantages of “Pre-Peace Planning.” 





Inside View on 
N. A. L. U. Functions 


(CONTINUED FROM PAGE 3) 
a past-presidents’ dinner. Frequent 
meeting of directors are essential to 
keep them interested and to bolster up 
a weak administration. In this connec- 
tion a written statement of objectives 
for the year is very important. 


Local Is Main Contact 


The importance of local association 
activities was stressed by Mr. Ruther- 
ford because members are apt to judge 
both the state and the national bodies 
by the local as their main contacts are 
with it. 

In setting meeting dates it is essential 
to consider the time most convenient to 
weekly premium men, Mr. Rutherford 
pointed out. Programs should be geared 
to the membership. Talks should be 
on material that members can take out 
and turn into dollars. Fellowship is 
not the only aim of meetings. ‘They 
should inform or inspire or both. Too 
often meeting can be summed up: “They 
met, et, belched and adjourned.” 


Program Ideas Presented 


Several program ideas for smaller 
associations were suggested by Mr. 
Hedges. Heads of various local service 
organizations can be invited to a leaders’ 
day program. By studying the routes of 
national leaders going to and from na- 
tional meetings it is possible to get them 
to stop off to speak. Quiz programs 
with members participating never fail to 
generate interest. 

The merchandising of memberships 
was discussed by Mr. Hartshorn. He 
outlined the advantages of trade asso- 
ciation memberships, the value of know- 
ing one’s competitors and how service 
to policyholders can be improved by 
learning more about one’s job. 


Dues Situation Reviewed 


In reviewing the dues situation Mr. 
Hedges declared that no local which has 
raised its dues to an adequate basis 
with a good program behind it, has 
failed to increase membership. Aver- 
age dues of smaller local associations is 
$6 and the larger from $8 to $12 annu- 
ally. In meeting the gas situation it is 
well to consider the formation of branch 
associations in outlying areas, Mr. 
Hedges said. 

In an off the record review of the 
legislative situation, Mr. Rutherford 
gave a detailed picture of the situation, 
assuring members that the National 
association is in close touch with all 
matters. 

Mr. Hobbs summed up advantages of 
association membership, stressing what 





the national and state associations have 


done on the agent’s behalf. “Unless we 
get every agent who represents policy- 
holders we don’t reach all the public,” 
he pointed out. 

Lite insurance has shown a consistent 
growth because it has drawn the good 
things from the left while based solidly 
on the fundamentals of the right, Mr. 
Hobbs poimted out. From the left it 
recognizes that progress is essential and 
that “we never go back.” The leit 
advocates more cooperative enterprise 
and certainly life insurance is a vivid 
exampie ot this. Lite insurance talls 
in with the leit’s advocacy of more 
supervision by government as it is 
supervised by all state governments. In 
the lett’s aim of more education, more 
health service, more old age provisions, 
more care of untortunates lite insurance 
has been doing a yeoman’s share during 
the last 100 years. 


Adheres to Right 


The right advocates freedom to 
choose and life insurance falls in with 
this contention by aliowing the policy- 
holder to select his contracts, Mr. 
Hobbs pointed out. Life insurance also 
advocates treedom of enterprise by pro- 
tecting it. In concurring with right’s 
adherence to local government control, 
life insurance not only advocates it but 
practices it. He cited the advantage of 
state control when the moratorium dur- 
ing the depression was liited state by 
state instead of waiting until all states 
were ready. By holding foundational 
securities life insurance aids private in- 
vestment and helps secure the profit 
system. As it depends upon a proper 
monetary standard life insurance is one 
of its strongest advocates. “We are the 
center,” Mr. Hobbs declared, “our busi- 
1 takes the best from both right and 
eft.” 


MID-YEAR MEETING 








At the mid-year meeting luncheon 
President William B. Buckley, Mount 
Vernon, Ill., manager Metropolitan Life, 
presided. L. T. Oxley, Jacksonville gen- 
eral agent Country Life, reported eftorts 
are being made to form new locals at 
Mattoon and Alton. John L. Taylor, 
Springtield manager Mutual Life of 
New York, said no adverse legislature 
had been passed at the 1943 session. 
Oliver H. Naffziger, Aetna Life, presi- 
dent Peoria association, told how local 
associations can purchase extra copies 
of the state association bulletin for all 
members. Miss Joy M. Luidens, execu- 
tive secretary Chicago association, an- 
nounced that the spring sales congress 
will be held in Chicago on April 22 with 
Robert R. Reno, Jr., Chicago Equitable 
Society manager, as chairman. Lynn 
S. Broaddus, Chicago manager Guardian 


Life, first vice-president, reported on 
war bond sales. K. Williamson, 
Peoria general agent Massachusetts 


Mutual, treasurer, reported a surplus. 
The proposal to raise state dues from 
50 to 75 cents which has been pending 
was adopted. John D. Moynahan, Ber- 
wyn manager Metropolitan Life, was 
named chairman of the education com- 
mittee. The term of A. E. McKeough, 
Chicago manager Occidental Life, as 
Illinois national committeeman, was ex- 
tended to 1945. Flowers were sent to 
Lester O. Schriver, Peoria general agent 
Aetna Life, who is recuperating from 
an operation. 

At the testimonial dinner in his honor, 
President Hedges reviewed some Na- 
tional association problems. 

While the state meeting was con- 
tinued in the afternoon the general 
agents and managers also held a session 
with Mr. Williamson introducing John 
M. Holcombe, Jr., Sales Research Bu- 
reau. Despite the fact that Mr. Hol- 
combe came direct from the bureau’s 
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annual parley in Chicago, he was in fine 
fettle. The goal of securing more pro- 
duction from fewer men has been 
reached, he said. Post-war planning 
involves recruiting now as the results 
of tomorrow will depend upon on what 
is done today. 

In answer to a question on how he 
would build an agency in central IIli- 
nois Mr. Holcombe said he would 
analyze the units of population and 
decide on how many agents he would 
attempt to establish, He would then 
go out and sell some life insurance and 
from these policyholders he would seek 
the names of prospective agents. Pol- 
icyholders make a good source of agents 
because they are sold on the company 
and as they have bought coverage they 
are familiar with what qualities an agent 
needs, he explained. 


PEORIA COMMENT 


A. B. Olson, agency vice-president 
Guarantee Mutual Life, held a confer- 
ence with the W. E. Starrett general 
agency in Peoria. 

Paul S. Nelson, manager western de- 
partment, and Steacy Merchant, assistant 
manager, held a parley with Mutual 
Trust Life field men including Hollis E. 
Beckman, Rockford general agent. 

Eric Bell, state director State Farm 
Life, and Ray Daniels, assistant state di- 
rector, held an informal meeting for 10 
field men. 

Kenney E. Williamson, Massachusetts 
Mutual, Peoria, created considerable 
amusement when reading the treasurer’s 
report by presenting the 1942 rather 
than the current figures. 

Margaret Becker, executive secretary 
Illinois and Peoria associations, proved 
an able organizer. 

Marshall B. Simms, superintendent of 
agencies, and A. C. Hawkins, home office 
supervisor, held a luncheon for Conti- 
nental Assurance agents. 

Iowa was represented by S. W. San- 
ford, Prudential manager, and M. E. Van 
Epps, Mutual Life of New York super- 
visor, both of Davenport. Mr. Sanford 
is in charge of the victory garden coun- 
cil in Davenport and was in Chicago 
attending a meeting of the national 
council as well as a sales managers 
gathering before he went to Peoria. 

A new feature was a special women 
underwriters’ luncheon in honor of Miss 
Helen M. Zepp, Reno agency Equitable 
Society, Chicago. Miss Zepp was the first 
woman to speak on a Peoria sales con- 
gress program. 

Chester T. Wardwell, Peoria general 
agent Connecticut Mutual Life, received 
much favorable comment on his arrange- 
ments for the officers meeting. 

Although the National association paid 
for one night’s lodging and three meals 
of local association delegates, a number 
of appeals had to be made to get them 
to turn in their expense reports, 

B. T. Kammins, agency director Alli- 
ance Life, was host to 10 agents at a 
luncheon. 

D. B. Murphy, Mutual Benefit Life, Pe- 
oria, is having marked success selling 
investment contracts by pointing out the 
advantages of life insurance in compari- 
son to paying high income tax on divi- 
dends on regular investments. 

Franklin Life had some 35 agents pres- 
ent in charge of W. L. Dugger, vice- 
president. 


Ratio Reversed in 8 Months 


The first eight months of this year, 
Mrs. Sadie L. Samons of the Newark 
ordinary agency of Prudential wrote 37 
applications, 20 on the lives of women 
and 17 on men. She closed an equal 
number of cases in 1942, but only nine 
of them were on women and 28 on 
men. 


Graeme Smith Case Up Dec. 13 


The case of Graeme H. Smith, who is 
seeking to compel the Illinois depart- 
ment to issue him an agent’s license, 
was postponed to Dec. 13 before Circuit 
Judge La Buy at Chicago when it came 
up Tuesday. 














A four-page mailing piece tells acci- 
dent insurance prospects why home is a 
hazardous place. Get samples from The 
A. & H. Bulletins, 420 E, 4th . St., 
Cincinnati 2, Ohio. 


Sees No Real 
Conflict Between 
Agents and Banks 


Clarence B. Plantz, assistant vice- 
president of the New York Savings 
Bank, whose proposal to remove the 
ceiling on savings bank lite insur- 
ance purchases per individual elicited 
a letter of sarcastic nature from 
Ralph R. Lounsbury, president of 
Bankers National Lite, followed 
by an exchange of correspondence be- 
tween the two, has now written a turther 
letter to Mr. Lounsbury emphasizing 
that he is in no way untriendly to the lite 
insurance agency system or that he is 
calloused as to the tuture of that system 
and the men and women of which it is 
composed. 

Mr. Plantz said he is in substantial 
agreement with Mr. Lounsbury on many 
points. With increased knowledge ot 
lite insurance has come a very torceful 
appreciation of accomplishments of the 
agency system and the honesty and sin- 
cerity of and necessity for agents, There 
are exceptions which have been seized 
upon as a point of attack on the whole 
lite insurance industry. A great major- 
ity of savings bankers that are interested 
in lite insurance are not, however, of this 
school of thought. 


Not Mutually Exclusive 


If savings bank life insurance involved 
the necessity of choosing today between 
the over-the-counter sales method ot the 
banks to the exclusion of the agency 
method, Mr, Plantz said he would not 
hesitate to withdraw his support. For 
the present at least there is not the 
slightest question as to the necessity ot 
continuing the agency method. It would 
be unthinkable even to handicap that 
system in its essential work. 

However, Mr. Plantz said, there is not 
any irreconcilable conflict between the 
two systems. In New York the savings 
bankers have consistently acted in the 


belief that there was ample room and 


need for both selling methods. Mr. 
Plantz referred to the complaint of Mr. 
Lounsbury that prospects that have been 
induced by efforts of an agent to want 
life insurance, end up by coming to the 
savings bank to take advantage of the 
difference in cost. Mr. Plantz expressed 
the belief that there has been but a very 
small number of such situations and he 
said that if the savings banks in their 
advertising and other publicity bear their 
proper load in selling the idea of life in- 
surance the agents will benefit more than 
they will be hurt. 


Serving the Public 


It may be that savings bank life insur- 
ance will never account for a large per- 
centage of the sales but if there are suffi- 
cient people who wish to be served by 
the banks Mr. Plants contended that the 
system should be continued and when- 
ever advisable extended as a _ public 
service. 

Mr. Plantz said that the agents have 
done a wonderful job for which they 
have received inadequate public recogni- 
tion but the service no matter how great 
is not justification for claiming that not 
even the voluntary purchaser should be 
permitted to buy insurance in any other 
way than through an agent. Why, he 
asked, should not more and more people 
decide they want to accumulate money 
through the device of life insurance just 
as voluntarily as they decide to accumu- 
late money in a bank account? ; 

He expressed the hope that the intelli- 
gent, progressive leadership on both 
sides will continue on the present cor- 
dial basis and jointly work in their com- 
mon interest. 





G. V. Shipley Now Vice-president 


George V. Shipley, home office rep- 
resentative of Occidental Life of Los 
Angeles with headquarters in Chicago, 
has been elected a vice-president. He 
has been in the agency department 10 
years. He will continue in active charge 


Old-Time Travelers’ Agent 
Measured Sales by Yard 


Thirteen yards of life insurance was 
sold T. M. Skivington during the 31 
years he represented Travelers at Cale- 
donia, N. Y. Ray Skivington, his son, 
still has the tape which his father used 
from 1897 until 1928 on which are re- 
corded the names of 1,300 policyholders, 
the amount of insurance purchased along 
with such notations as “died the first 
year.’ Most of the policies average 
$1,000 to $2,000, increasing in size as 
time went on. All told, nearly $4,000,- 
000 in life insurance sales are recorded 
on the tape. The elder Mr. Skivington 
would set up a budget of so many inches 
of tape to be filled each month, with 
larger spaces for special campaigns and 
for the fall months when farmers were 
harvesting their crops. 











of agency development in the middle- 
west and east, temporarily with Chicago 
headquarters. 





National Negro Association 
Names Committee Heads 


Committee chairmen of the National 
Negro Insurance Association have been 
named by President B. T. Bradshaw, 
Virginia Mutual Benefit. C. W. Greene, 
Atlanta Life, heads the anti-inflation 
committee: A. V. Williams, Louisiana 
Industrial, collection month; L. C. 
Blount, Great Lakes Mutual, conciliation 
and arbitration; G. W. Cox, North Car- 
olina Mutual, five-year plan; Dr. Robert 
Greenidge, National Negro Health 
Week; W. E. Stewart, Supreme Lib- 
erty, inter-racial good will; J. T. Betsch, 
Afro-American, National Negro Insur- 
ance Week; W. C. Buford, Mammoth 
Life, legislation, taxation and govern- 
mental regulations; C. L. Townes, Vir- 
ginia Mutual, war finance; M. S. Stuart, 
Universal Life, public relations; G. N. 
Branche, Federal Life, D. C., program; 
N. H. Martin, Central Life, Fla., agency 
and management problems; A. M. Car- 
ter, Pilgrim Health & Accident, national 
vigilance, and Mr, Blount, Wings Over 
Jordan. 





Win friends by distributing 1944 In- 
come Tax Reduction Records. Write Na- 
tional Underwriter for sample. 


HOST to MOST 


wantin’ 


WHO VISIT, BALTIMORE 





Baltimore is knee-deep in war! Surrounded by war 
production industries . . . located near the 
Washington scene .. . Baltimore has become 
a focal point of wartime activities. 

This has created problems . . . problems 
that you can help to solve. Make your 
reservation in advance . . . cancel it 
promptly if you cannot use if... 
be patient if the service is not 
as smooth and speedy as in 

pre-war times. 

As Americans we are 
proud we have these 
problems . . as hotel- 

men we ask your 
indulgence. 







700 rooms— 
each with 
radio, tub and 
shower. 


BALTIMORE 
HOTEL 


BALTIMORE-1 * MARYLAND 
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FORWARD 


On All Fronts 


Life underwriters under arms are serving 
the Cause of Freedom with distinction on 
the far flung fields of war. 


Life underwriters of the home front are 
also making vital contributions to the Cause 
of Freedom. Theirs is a national mission, 
even more essential in times of war than in 
days of peace. Their arms include the sale 
>f new life insurance and war bonds, the 
servicing of life insurance now owned, the 
relentless assault upon inflation, and a united 
and determined will to carry on... mighty 
weapons all for furthering the Cause of 
Freedom and perpetuating the Democratic 
Way of Life. . 


EQUITABLE LIFE of IOWA 


. Secuded 1867 


DES MOINES 
—_— 




















WHY DID IT. HAPPEN? 


Yes, why did our production in October exceed our best 


previous month in history by the large figure of 


21.9% 
BECAUSE— 


“4 


(1) Our agents had the benefit of our new effective Visual 
Sales Plan with complete text for new agents’ use in making 
presentation—a plan that helps the general agent get new 
men in production with a minimum of travel and expense. 


(2) Our agents used the benefit of our Prospecting Plan 
which is having an enthusiastic reception from our fieldmen. 


(3) October: was Randall Yeager Month. 


Our Superin- 


tendent of Agencies is a true friend of the fieldman. There 
is never a job too small or a task too great for this tireless 


worker to lend his human and understanding help. 


In ap- 


preciation, his men honored him with this record-breaker 


month. 


The 


LAFAYETTE LIFE INSURANCE COMPANY. 


Lafayette Life Building 
LAFAYETTE, INDIANA 


A MUTUAL OLD LINE COMPANY - 


Operating in Indiana, Illinois, Ohio, Michigan, 
Nebraska, lowa, Missouri and Tennessee 


| 


. 


THE LIFE INSURANCE 
MAN 


The part of the Life Insurance Salesman in the de- 
velopment of the world’s outstanding financial in- 
stitution — Life Insurance — is nothing short of 
dramatic. 


First, we see him in his horse and buggy as he goes 
from door to door bringing this first message of how 
through the miracle of life insurance a man’s earn- 
ings can be projected into the future even beyond 
the grave. 


Then we see him efMmerge from the horse and buggy 
days and the struggle against the ignorance and 
prejudices of the people, into the modern days of 
travel and understandings of the financial strength 
and responsibilities of Life Insurance. 


Today we see the Life Underwriter standing in full 
glory representing the cne business which has with- 
stood period wars, panics, depressions cand pros- 
perity with a record unequalled. 


Great Southerners are justly proud of the part they 
have contributed in the development of life insur- 
ance in this great Southern part of our Nation. It 
has been, and always will be, our sole purpose to 
make available permanent life insurance protection 
for those who place their insurance trust in our 
hands. 





GREAT SOUTHERN 
LIFE INSURANCE COMPANY 


E. P. Greenwood, President 


Home Office Houston, Texas 























DEFENSE vs OFFENSE 


In our constant war against Poverty and Destitution 
in America, the only successful Defense is a 
Planned Attack. 


‘ ... ROCKFORD LIFEMEN 


have definite Plans to Attack and Defeat these 
“enemies from within.” Attractive Agency Open- 
ings int Michigan, fndiana,Illinois, Iowa and Minne- 
sota. 


- ROCKFORD LIFE INSURANCE COMPANY 


Francis L. Brown, President 


327 E. State Street 














Rockford, Illinois 



































AN APPRECIATION OF EQUITABLE 
LIFE INCOME INSURANCE 





THE EQUITABLE LIFE ASSURANCE SOCIETY 


OF THE UNITED STATES 
393 Seventh Avenue, New York Thomas I. Parkinson, President 
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